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The Fundamentals Do Not Change 


These are strange and strenuous days. Everything is consid- 
ered in a new light. Old customs, old usages, and old laws are being 
studied from the standpoint of new aceaS This is the era of inquiry 
and change. 


Not so with the fundamentals of Life Insurance. It is the only 
system that can safely provide financially for a man’s family after 
his death, enable him to pass on to those who need his bounty the 
present cash value of his future earnings, really guarantee to pay 
a definite sum at an indefinite time, reach its peak valué at the 
moment of greatest emergency, and permit a man to gaze comfort- 
ably into the future with full assurance that he will have left those 
near and dear to him in a satisfactory situation, so far as finan- 
cial support is concerned. 


The Northwestern Mutual Life Insurance Company, reviewing 
more than seventy-five years of successful business experience, 
notes with satisfaction its service to the people of the United States 
and its position among a class of institutions as to which the 
thought of the age fails to suggest many changes in fundamentals. 


It is glad that it can render constantly improving fundamental 
service which has come to be appreciated by American citizens, and 
it offers to all those who have need for Life Insurance—and who 
has not?—the best of everything attainable in that respect. 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 


















































n June, the anniversary 
| of so many weddings, the 
| Metropolitan’s magazine* 
advertisement pictures the 
happiness in households 
where future security is 
provided. 


In the illustration the 
Field-Man is standing by, 
watching the expressions 
of husband and wife as she 
receives as a Wedding 
Anniversary present the 
actual policy which pro- 
vides for her future. 


Life insurance underwriters 
all over the country will 
profit by using this sug- 
gestion not only in June 
but in every month of the 
year. 























*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 
Frederick H. Ecker, President 
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Are they interested? They 
are! Thousands of families 
have asked for “that book- 
let which tells in easy-to- 
understand words how I! 
can get full protection for 
my family in spite of this 
depression.” 






for families with 
depression incomes 


Yes ... there are thousands of them. We all know it. 
Families who have been hard hit . . . salaries cut . . . in- 
vestments not producing . . . total incomes ’way down. But 
they want protection just the same. And they’re looking for 
a way out. 

In Union Central’s national advertising in The Saturday 
Evening Post, Time, Collier’s—and over the Columbia 
Broadcasting System—we’re offering that “way out” in the 
Economic Adjustment Plan. Already this policy has pro- 
vided more than $100,000,000 worth of new protection for 
American families. 

This 1934 selling appeal is ringing the bell because it 
recognizes today’s obstacles—and gets around them—before 
the prospect has a chance to bring them up! 





“Why not look into that 
new Economic Adjustment 
children wouldn’t have enough to live on. Plan we were reading 


“I’m desperately worried, Jane. If any- 
thing should happen to me, you and the 


Of course, when times get better... . about last night?’ 


The 


UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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Thirty-Eighth Year—No. 22 


More Initiative Is 
Needed in Field 


Curbing of Wastage in Man-power 
Turnover Must Be Started, 
Coffin Says 


HOME OFFICE WILL AID 


Connecticut Mutual Official Urges at 
Pennsylvania Insurance Days 
Action Be Taken 


NEW OFFICERS ELECTED 
President—A. D. Beyer, Norristown. 
First Vice-President —H. G. Scott, 
Pittsburgh. 

Treasurer—J. D. Pharaoh, 2nd, Phila- 
delphia, 

Secretary-Manager —H. W. Teamer, 
Philadelphia. 

Assistant Secretary—Mary H. Fireng, 
Philadelphia. 

National Councillor—M. H. Diffen- 
baugh, Laneaster., 

Substitute National Councillor—W. S. 
Diggs, Harrisburg. 


By R. B. MITCHELL 

Progress in curbing the waste in life 
insurance selling which results from 
seiling attempts of badly trained or mis- 
fit agents is more likely to be initiated 
by the field than home office, and life 
underwriters should not sit back waiting 
for home offices to take the first step, 
V. B. Coffin, superintendent of agencies 
Connecticut Mutual Life, declared at the 
life underwriters luncheon in Pennsyl- 
vania Insurance Days at Harrisburg, 
under auspices of the Pennsylvania In- 
surance Federation. 

“Home offices are weighed down by 
tradition,” he pointed out, “and it is well 
that they are. They are the balance 
wheel, They take the conservative view- 
point. It might be said that it is the 
fault of the home offices that there are 
so many poorly trained and wrong-type 
agents in the business, especially among 
those taken on during the last few years. 
To a certain extent it is the fault of the 
companies—but it isn't all their fault. 

our company has to have a reasonable 
flow of new business to remain healthy. 
What can it do if you fail to give it 
the production it is accustomed to? 

Association Curbs Wastage 


“There is no better way to curb this 
Wastage of man-power than by loyal and 
enthusiastic support of your life under- 
Writers association—and nobody asked 
me to say that, either. You should give 
wholeheartedly of your energy, and time 
and money, not only from an unselfish 
Point of view but from a selfish stand- 
Point as well. No man or woman needs 
to be thanked for putting his shoulder to 
the wheel in this work.” 

. D. Hemingway, president Pennsyl- 
vania State Association of Life Under- 
Writers, and general agent Connecticut 
Mutual Life, Pittsburgh, said that as a 
result of a drive to bar new part-timers 
and cut out poorly qualified men, more 
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Some Figures on Annuities 
Show Scope of This Line 





By J. H. RADER 
Compiler Unique Manual Digest and Little Gem Life Chart 


Due to the comparatively recent de- 
velopment of interest in annuities, in- 
surance men are not as well versed on 
annuity items or terminology of the fi- 
nancial statement as they are on the 
life terms. The method of arriving at 
some of the items differs among com- 
panies. Some companies include de- 
ferred annuities in the items of “number 
in force’ and “representing annual pay- 
ments of,” while others include only 
those annuities upon which payments to 
annuitants are being made at the pres- 
ent time. 

The first two columns in the table 
below show items from the income and 
disbursement portions of the statement 


Premium 
Income 
Company 19338 

Abraham Lincoln ...... ... $ 48,310 
ee a ee 4,324,722 
American Central .........- 129,560 
Bankers, IOwWa& ....---ccee> 626,437 
ee, rrr re 629,427 
Business Men’s, Mo......... 62,529 
QP Ca A Ci reer 10,226,992 
Columbian National ....... 70,531 
Connecticut General ....... 2,177,923 
Connecticut Mutual ....... 7,306,312 
Continental, Illinois ....... 107,383 
Bawuitanle, Ne ws. « eecceenss 70,445,967 
Bquitable, Iowa ........--- 1,623,883 
Fidelity Mutual ........... 1,040,779 
General American ......... 8,717 
to 969,070 
Home EiG, N. Fe ccc ec eese 279,156 
JOBN HIGNCOGE .«. «60004 -s0 6,083,356 
Life. ViFG@imle® ..< ccc decks 153,723 
Lincoln National .......... 990,278 
Massachusetts Mutual ..... 8,487,598 
MEGEVOROMUEM  coccccencceecs 27,551,400 
MEGCGG! DONGHE 6 cs cccseess 324,419 
Moatual Life, Nu ¥.. cscecsss 12,603,026 
National Life, Vt......i 5,002,431 
New England Mutual....... 6,340,726 
Now Work Edfe... .«.-csecses 26,203,734 
Northwestern Mutual ..... 712,069 
Northwestern National .... 110,928 


PROING DEUCUEE cei ck cee nes 3,658,693 
Penn Mutual .... ae 





Phoenix Mutual ... 3,472,448 
Provident Mutual . -« 6,416,191 
Prudential ........ .. 13,649,080 
UGUEG DOES 6c ccc ccc ewe vee 1,361,760 
Patt COMME: 6 Vewige + deeded 12,932,372 
ROME cclidcceccdpencaes 6,321,389 
Umiom Central ....-sccecss 2,658,033 


tIncludes Group Annuities. 





and representing transactions during 
1933. The last two columns attempt to 
give a picture of the annuity business in 
force. The last column shows the total 
of one year’s payments if all contracts 
were on an income-paying basis at 
present. 

It will be noticed that in some few 
cases the amounts paid during 1933 
seem out of proportion to amounts 
shown in the last column. This may 
be due to final payments under cash re- 
fund annuities, surrender values paid or 
the exclusion of all deferred annuities 
from the last column, all depending 
upon the individual company practice in 
reporting. : 


Number Repre- 

Payments in Force senting 
made Dee. 31, in Annual 
1933 193: Payments 
1,294 182 $ 62,982 
1,716,450 5,556 4,015,240 
28,693 112 47,441 
53,690 105 34,147 
10,203 1,152 531,009 
7 331 121,414 
3,010,290 13,268 6,035,750 

152 206 

672,403 3,838 2,113,268 
975,097 6,224 2,766,330 
7,058 670 268,725 
8,858,973 174,210 88,212,374 
209,274 610 255,679 
lk. feat 840,791 
68,166 631 298,268 
131,722 1,886 865,898 
95,446 909 356,383 
400,915 8,330 3,758,222 
30,630 333 152,951 
474,600 2,878 229,641 
1,186,622 16,415 8,351,473 
4,599,663 74,490 33,950,791 

124,217 3,091 1,422,07 
2,634,311 19,544 7,548,283 
1,160,497 5,409 1,160,497 
244,951 4,275 2,280,168 
4,858,377 30,683 18,431,121 

129,641 21 74,45 
47,088 265 50,321 
949,096 10,93 5,068,411 
2,830,009 26,562 12,283,154 
2,573,541 8,746 2,656,893 
490,068 7,021 740,852 
2,436,313 412,262 716,309,151 
236,160 646 292,048 
11,621,816 22,825 12,844,595 
2,402,820 9,805 7,121,992 
144,346 5,394 3,284,466 








than 1,000 licenses had been cancelled 
in Pittsburgh. Mr. Hemingway was 
chairman of the luncheon meeting. 

Mr. Coffin warned against slipping 
back into careless modes of self-manage- 
ment. ‘Now that business is getting bet- 
ter in life insurance, isn’t there a danger 
that we will think that the old methods 
that were good enough to build up this 
magnificent institution are good enough 
today?” he asked. “There never was a 
time when there was a greater need of 
thoughtful planning than right now, 
planning both for the immediate future 
and for the long haul. 

“We have heard so much about selling 
on the basis of needs that we are in 
danger of taking it too much for granted 
that the prospect has a clear conception 
of his own needs. Most of us in the 
business haven’t a clear dollars and cents 
picture of our own needs. We need to 
go right back to the prospect and de- 
velop his individual needs and not as- 
sume that he knows what they are. This 





(CONTINUED ON PAGE 8) 








Committee Recommends 
Judge Elliott’s Successor 





The special committee headed 
by President J. B. Reynolds of 
the Kansas City Life that was ap- 
pointed to recommend a successor 
to Judge Byron K. Elliott as 
manager and general counsel of 
the American Life Convention met 
in St. Louis last week and selected 
a prominent official of one of the 
western companies for the post. 
The officers and executive commit- 
tee of the American Life Conven- 
tion will meet at Hot Springs, 
Va., during the gathering of the 
Medical Section there June 14-16. 
At that time the selection un- 
doubtedly will be unanimously 
ratified. 
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Commissioners’ Executive Com- 
mittee Sessions Prove 
Fairly Uneventful 


PASS MID-WINTER RALLY 


To Be Joined With Annual Gathering 
To Be Held Dec. 4-6 In St. 
Petersburg, Fla. 


With only about 25 states represented 
and with only the normal number of 
camp followers on hand, the meeting of 
the executive committee of the National 
Convention of Insurance Commissioners 
in Chicago this week was the least 
eventful session that has been held in 
several years. 

The fact that there were few topics 
of capital importance under considera- 
tion was a reflection of the improved 


condition of the insurance business and 
its corresponding comparative tran- 
quillity. There were no such burning sub- 
jects as a life insurance moratorium or 
valuation of securities to necessitate all 
night sessions. 


No New York Meeting This Year 


After some discussion, decision was 
reached to do away with the usual mid- 
winter meeting of the convention during 
the big insurance week in New York and 
to telescope that session with the an- 
nual meeting in St. Petersburg, Fla. 
That meeting will be held Dec. 4-6 with 
headquarters in the Sewanee hotel. Vin- 
cent Whitsitt of the Association of Life 
Insurance Presidents assured the com- 
missioners that the annual meeting of 
his organization which had been sched- 
uled for Dec. 6-7 in New York would 
be set ahead for the following week, so 
that there would be no conflict. 

Commissioner W. A. Sullivan of the 
state of Washington was elected a mem- 
ber of the executive committee to take 
the place of R. C. Clark of Vermont 
who recently resigned as commissioner 
of that state. Meetings were presided 
over by Commissioner Merton L. Brown 
of Massachusetts, chairman of the ex- 
ecutive committee. 


Federal Securities Legislation 


C. W. Hobbs, special representative of 
the commissioners’ convention on the 
National Council on Compensation In- 
surance, requested the convention to 
give consideration to the effect upon in- 
surance regulation of the pending fed- 
eral securities legislation. If the stocks 
of insurance companies were not re- 
moved from the scope of the act, he 
said a conflict might develop between 
those charged with statutory regulation 
of insurance companies and_ those 
charged with administering the securi- 
ties act. For instance the latter com- 
mission might undertake to regulate ad- 
vertising of insurance companies and 
the matter of marketing insurance 

(CONTINUBD ON PAGE 7) 
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Michigan Men to Take Steps to Check 
Unhealthful Recruiting Practices 


Unhealthful recruiting practices of cer- 
tain agencies were roundly condemned in 
a report read at the midyear meeting in 
Detroit of the Michigan State Associa- 
tion of Life Underwriters by H. 
Thompson, secretary-treasurer of the 
state organization and executive secre- 
tary of the Detroit managers’ and agents’ 
organizations. 

“There are far too many life agents in 
Michigan,” said Mr. Thompson. “As 
much business could be written by one- 
half the present number. We doubt the 
advisability of permanent licensing of 
part time men in large cities. That the 
elimination of such men would work 
hardship is certain. By their continu- 
ance, too frequently the bread and butter 
is taken out of one man’s mouth to fur- 
nish cigarette money for another. 


Vigorous Protest Against 
Promiscuous Prospecting 


“We believe that vigorous protest 
should be voiced against the practice of 
promiscuous prospecting by agencies, 
whether company pressure or genera 
agent practice is responsible for the sit- 
uation. We believe it to be a disgrace 
and a detriment to the business that 
either company or general agent should 
grow fat through picking the bones of 
starving salesmen. The practice of re- 
cruiting men to be poorly trained, if 
trained at all, for the purpose of getting 
each man to sell his near relatives and 
near friends before he is starved out of 
the business is a disgraceful practice and 
not to the best interests of the business. 
On the other hand, jealousy and sus- 
picion between general agents frequently 
permits unscrupulous men to victimize 
them, one after another, by drawing ad- 
vances they have no intention of ever 
repaying. 


Provide Two Types 
of Agency Licenses 


“Passing from the problems to the 
remedies, we submit these suggestions: 
First, that the present method and pro- 
cedure of granting licenses in Michigan 
be modified to include two types of 
licenses, one for industrial agents writ- 
ing some ordinary business, part time 
agents and probationary full time 
agents, and the other a permanent license 
to be granted only on these terms, that 
at the expiration of the period for which 
first renewal of full time probationary 
license was granted, licensee be required 
to file a completed questionnaire, cer- 
tified to by his manager or general agent, 
as to his production and practice during 
his probationary period. If the require- 
ments for a qualified life underwriter’s 
license have been met, then, at the dis- 
cretion of the commissioner of insurance, 
license shall be renewed, bearing an in- 
dorsement ?s a ‘qualified life under- 
if requirements thave not 


writer,’ or ‘ 
been met, renewal of license shall be 
denied. 


Establish Central Bureau 
to Check Applicants 


“Second, that the present insurance 
counsellor license law be revoked, due to 
abuses which have crept into its use. 
Third, that life managers and general 
agents should consider some practical 
form of procedure to check the licensing 
of irresponsible and undesirable agents, 
by centralizing with the secretary infor- 
mation available to all upon written re- 
quest. Fourth, that the commissioner 
be ‘asked to consider a plan for a quar- 
terly conference with a committee to be 
made up of three general agents or 
managers and three underwriters from 
Detroit and six from the remainder of 
the state, to consider problems arising 
in the life insurance field. 

“Fifth, that the secretary be instructed 


agent or manager for signature an agree- 
ment to notify the employing general 
agent or manager whenever an under- 
writer employed by some other general 
agent or manager offers to place busi- 
ness with a company other than his 
own.” The committee also recommended 
that a closer cohesion among under- 
writers be encouraged as a means of ac- 
complishing a great deal of good in the 
business. 


Action Taken to 
Work Out Plan 


The report of the committee which 
consists of J. T. Peterson, general agent 
Berkshire Life; C. A. Macauley, state 
agent John Hancock Mutual Life; M. L. 
Woodward, general agent Northwestern 
Mutual Life; R. E. Olmsted, general 
agent Penn Mutual Life and Mr. 
Thompson, was adopted as presented 
and the chair was authorized to appoint 
six members to represent the state asso- 
ciation on the conference board to con- 
sult with the commissioner, while the 
Associated Life General Agents & Man- 
agers will appoint three and the Quali- 
fied Life Underwriters three to complete 
the group. Commissioner C. E. Gauss 
has approved the plan for a conference 
committee to sit with him quarterly. 


Penn Mutual General Agent 
Tells of Recruiting Work 


The Associated Life General Agents & 
Managers of Detroit held a session on 
reecruiting problems which was opened 
to the general agents and managers at- 
tending the state meeting. 

R. E. Olmsted, Penn Mutual general 
agent, analyzed his recruiting work for 
the past five years, bringing out many in- 
teresting conclusions. In 1929 he added 


A valuable addition to current data on: 
the recruiting of life agents has just been 
made by the Life Insurance Sales Re- 
search Bureau of Hartford, in the form 
of a survey in Canada. 

Reports on the experience of 383 
agents who entered the business with 13 
different Canadian companies between 
April 1 and Sept. 30, 1933, were used. 
Each company reported consecutive ap- 
pointments, thereby eliminating the pos- 
sibility of “hand-picked” cases. The 
Research Bureau is now at work on a 
similar study of agents in the United 
States. 


Tables and Graphs 
Are Used in the Analysis 


Pertinent facts about each of the 
agents have been broken down into a 
number of tables and graphs from which 
it is possible to analyze the results of 
different groups and to note the efficacy 
of various methods and principles as ap- 
plied to the whole problem of recruit- 
ing new men for the life insurance busi- 
ness. In addition, the bureau outlines a 
few of the conclusions to be drawn from 
the statistics thus compiled. 

The survey indicates, for example, that 
otf all the agents hired, 25 percen¢ pro- 
duced their first application for insur- 
ance in their first contract month; 20 
percent in their second contract month 
and 13 per cent did not show any results 
until sometime in the third month. Ten 
percent of the new men completed their 
first application during the fourth, fifth 





to forward to each affiliated general 





15 men to his agency, of whom 11 got 
into production in good shape and two 
survived to 1934; in 1930, 11 recruits, 
nine producers and three survivors; in 
1931, 18 recruits, 12 producers and three 
survivors; in 1932, 25 recruits, 15 pro- 
ducers and seven survivors. He em- 
ployed a total of 69 men during these 
four years, 47 of whom got into produc- 
tion and 15 of whom are still in the 
business. Allowing for a _ probable 
shrinkage of three from the 1932 figure 
in another year, 12 survived for from 
two to five years out of the 69 recruits. 


Unprofitable Fields of 
Recruiting Uncovered 


These figures indicate that a large 
number of men must be recruited if it 
is to be profitable to the agency, he 
asserted. Analyzing this group of 69 re- 
cruits by the means by which they en- 
tered the business, he found that 19 
were referred by other agents, of whom 
six survived to 1934; two were personal 
friends and both survived; six walked 
into the agency and asked for connec- 
tions, of whom two survived; 14 were 
obtained by means of circularizing polé 
icyholders, of whom two survived; one 





came in as a result of a life insurance 
solicitation and survived, another was 
obtained through a personnel manager 
for a large plant, and survived and an- 
other was a widow of a former agent and 
survived. 

These were the profitable means of 
recruiting. Of the unprofitable fields; 
nine men came in from other agencies 
and none survived; six were obtained 
through newspaper advertising and none 
survived; five through an employment 
agency hook-up and none survived, one 





Study of Recruiting 
Life Agents Made 





or sixth contract months. The balance, 





came from answering a “Situations 


= percent, failed to do any business at 
all. 

As to the dollar amounts of business 
produced, the 25 percent who signed 
their first application in their first con- 
tract month accounted for 45 percent of 
the total face-value of insurance coming 
from, the whole group. The 20 percent 
who did their first business.in the sec- 
ond contract month sold 35 percent of 
the total business, while the 13 percent 
who first produced in their third contract 
month accounted for only 14 percent of 
the total business. This means that 94 
percent of the business sold by the new 
men was placed by that group of agents 
(58 percent of the total appointed) who 
became active within the first three 
months of their contracts. Stated an- 
other way: it would have been possible 
to cancel the contracts of nearly half 
(42 percent) of the new agents at the 
end of their third month and lose only 
6 percent of the total volume of business. 


Better Selection Plan Needed 
in Life Insurance 


“The results of this part of the survey 
emphasize three important points,” de- 
clared a member of the Research Bureau 
staff. “In the first place, there is a need 
for better selection; second, something 
must be done to get the new men into pro- 
duction as soon as possible because if they 
do not do some business during the first 
three months after receiving their con- 
tracts the chances are that they will not 
be successful; third, we believe that the 


Wanted” advertisement and failed tg 
stay and four obtained from miscellane. 
ous sources all failed to survive. 

This survey indicates clearly that re. 
ferring from agents is the best means of 
recruiting, producing the largest percent. 
age of survivors in the business, \f; 
Olmsted asserted. Having a neat, at. 
tractive and impressive office does much 
to bring in the satisfactory “walk jn” 
prospective agents, he pointed out. Jp. 
ducing personal friends to enter the 
business proved profitable and gaining 
agents through men solicited for life in. 
surance worked out well, also. Men 
coming from other agencies are decidedly 
a bad investment, the found, and those 
answering newspaper ads were equally 
unsatisfactory. . 


Ages of Recruits 
Are Analyzed 


Analyzing this group as to ages 
brought forth some illuminating facts, 
15 were under 25 years of age, of whom 
four survived; 11 were from 25 to 30, 
of whom four survived; 31 were from 
30 to 40, of whom six survived and 12 
were over 40, of whom one survived, 
This indicates that the younger men are 
by far the best bet for underwriters who 
stay in the business, he said. He pre- 
fers them under 30 if possible and by 
all means under 40. 

It is a mistake to endeavor to take on 
too many recruits, Donald Machum, 
manager for the Manufacturers Life, as- 
serted. The manager of a small office 
who attempts to take on a large number 
of men is due for plenty of grief and ex- 
pense, he believes, stating that he favors 
slower methods. Advances of a stipu- 
lated amount at stipulated periods are 
disastrous, he said, advocating advancing 
lump sums as needed. 


One-Half of Men Are 
Good Producers 


Of the 20 men in his agency, 10 are 
good producers, five are fair and five 
poor. Three-quarters of his debit for 
advances went to the five poor ones, he 
said. He, too, found the men brought in 
by other agents the best recruits. He 
tried paying agents for bringing men 
into the agency, but found it unsatisfac- 
tory because they went out indiscrim- 
inately and a large percentage of the 
recruits so obtained proved no good. 
Twelve of his men came through other 
agents, six through the manager’s con- 
tact and two from. circularizing. He 
circularized 350 ministers and had good 
results from prospects referred by these 





men of the cloth. He also had good 
results from policyholders by teaching 
his cashier and office personnel a sales 
talk to give likely looking policyholders 
coming in with premium payments. _ 
R. M. Ryan, manager Equitable Life 
of New York, asserted that recruiting by 
reference from agents has been threat- 
ened by the comparatively low earnings 
of many of the agents during depression 
years. He feels that general agents and 
managers should concentrate on building 
up their present agents so they will be 
better producers, which will automat- 
ically restore this fertile source of ré- 
cruiting. M. Woodward, general 
agent, Northwestern Mutual; E. W. 
Owen, manager, Suh Life and J. Allan 
Hunter, supervisor, Phoenix Mutual, 
also talked on recruiting. 

President J. A. Pino, Lansing, re- 
viewed the work of the state association. 
Arrangements were made for the annual 
convention in November which will be 
held at Jackson. ; 
The success of the so-called Detroit 
plan of qualified life underwriters. which 
he developed, was explained by C 
Macauley, state agent John Hancock 
and president Qualified Life Underwrit- 





(CONTINUED ON LAST PAGE) 
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Advertising Men 
Hold Gathering 


Advertising Conference Talked 
Over Some Interesting Cur- 
rent Activities 


PROGRESS IN PUBLICITY 


Members Are Militant in Attempting 
to Curb the Inroads of Un- 
licensed Companies 


By DOROTHY B. PAUL 
The Insurance Advertising Confer- 
ence held an informal meeting in New 
York City Friday, at which Henry H. 
Putnam, John Hancock Mutual, presi- 
dent, presided. The.work done since 
the meeting at Briarcliff last September 
was discussed by Mr. Putnam and other 
members. The decision to have an 
executive secretary and expend money 
with subordinates in the office of the 
president and secretary-treasurer has 
proved wise and successful. Members 
expressed themselves well pleased with 
the results. The financial program 
adopted with all expenses paid each 
month and an accumulation for the an- 
nual meeting is working out well, as 
shown by the report of Secretary-treas- 
uer A. H. Reddall, Equitable Life of 
New York. 
Membership Committee Report 


J. W. Mason, London Assurance, 
chairman of the membership committee, 
reported a total of 123 individual mem- 
bers, a decided increase since the annual 
meeting. This number includes 30 life 
companies and 35 in the fire and casualty 
Three new members in class A 


group. 
were added. They are S. B. Phillips, 
president Union Mutual Life; Stuart 


Benedict, advertising manager Metro- 
politan Life, and C. W. Smitheman, pub- 
licity director Camden Fire. 

The conference voted to send letters 
of congratulation to the Home Life of 
New York, Lincoln National Life, 
Northwestern Mutual Life and the Na- 
tional Life of Vermont for their recent 
entrance into the field of national ad- 
vertising. Mr. Reddall reported that a 
recent survey made reveals that $2,500,- 
000 has been spent in the last year by 
insurance companies in national adver- 
tising campaigns carried on through 
newspapers and the national magazines. 
It is double the sum spent five years 
ago for the same purpose. 

The death of C. S. S. Miller removed 
one of the staunchest supporters of the 
I. A. C. and it was agreed to send a 
memorial to Mrs. Miller, also to the 
North British & Mercantile expressing 
the regret and sympathy felt at his pass- 
ing. 

¥ Use of Circulation Figures 

Following a discussion of the value of 
using coupons in advertisements, the 
question of getting the circulation fig- 
ures under federal laws was brought up 
and it was finally decided that for the 
present all facts received which relate 
to the subject will be printed in the bul- 
letin issued by the I. A. C. for the in- 
formation of its members. The feeling 
was that this would bring about better 
relations between the conference and the 
Insurance journals. 

Another topic which came up was that 
of companies doing business in states in 
which they have no license. Much of 
the work done by the conference against 
these unauthorized companies is bearing 
fruit now. Certain states already have 


Passed laws forbidding such companies 
from advertising and it is largely due 
to the efforts of the I. A. C. in this 


NRA Decides Against Fair 


Practice Insurance Code 





TOCOVER ONLY HOURS, WAGES 





Life Insurance Company Executives 
Were Unalterably Opposed to Cod- 
ification of the Business 





Life insurance people will be inter- 
ested to know that the NRA has an- 
nounced definitely that insurance will 
not be codified other than as to hours 
and wages. The great controversy as 
to whether there should be a code of 
fair practices for insurance centered in 
the fire and casualty end of the busi- 
ness, but the life companies were watch- 
ing all developments. They were un- 
alterably opposed to such a code and 
they did not want the issue raised. 
However, for a time, it seemed that life 
insurance might become involved should 
a hearing be called on the code of fair 
practices filed by the National Asso- 
ciation of Insurance Agents. 
Undoubtedly, the argument that con- 
vinced the NRA that insurance should 
not be codified was that presented by 
the National Convention of Insurance 
Commissioners. The state officials con- 
tended that elaborate machinery for 
supervising insurance has been in op- 
eration for a long time and should the 
NRA undertake to set up hastily con- 
structed substitute machinery or ma- 
chinery to supplement state supervision, 
not only would there be danger that 
NRA enforcement of its provisions 
would be ineffective, but the situation 
might be so confused, that the result 
would be weakening of state super- 
vision. ; 

The code filed by the National Asso- 
ciation of Insurance Agents engendered 
much bitterness in fire and casualty cir- 








Organization Head 














ALFRED HURRELL 


At the semi-annual meeting of the 
Association of Life Insurance Counsel 
at White Sulphur Springs, W. Va., this 
week, Alfred Hurrell, vice-president and 
general counsel of the Prudential, who 
is president of the organization, pre- 
sided over its deliberations. 








cles. For the most part, company offi- 
cials fought the code and they were 
joined by brokers in New York City 
and many agents in several of the 
larger cities, together with mortgage 
and loan institutions, finance companies, 
banks and real estate men, although 
later the opposition of the realtors was 
withdrawn. 








Direct Mail “prospect.” 


Independence Square 





SALES ON FROM LONDON 


Scoop up a handful of haphazard names and send 
them to a Direct Mail Department and you will waste 
your investment. This letter we found in “Under Bow 
Bells,” excellent magazine of The British General In- 
surance Company of London. Apparently written by 
an Agent, its author might have been written by a 


Please do not bother sending me any more of this 
literature, as I am too old and used up and busy to 
even read it, let alone trying to interest any one in 
the covering. I will do mighty well if I hold most of 
the business I have and attend to our big garden and 
roses and shrubs; as I have a weak heart since I had 
the “flu” three years ago, and the neuralgia in the 
right side of my head since I had “la grippe” in March, 
and now the diabetes has a strong hold of me. So at 
seventy-two, with those and a few others, such as a 
bad rupture, rheumatism most of the time, and entirely 
deaf in my right ear and can’t hear with the other at a 
distance, I ought to be left alone to die. 


Direct Mail names shoud be real prospect names, 
as closely as the sender can determine. And the litera- 
ture asked for should touch the probable need. 


»s 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Philadelphia 


Life Counsel Hold 
Spring Gathering 


President Hurrell Comments on 
Pros and Cons of Constitu- 
tionality Problem 


NEW DEAL IGNORES PAST 


History-making Changes Are Creating 
Precedents Which Make Value of 
Forecasts Questionable 


WHITE SULPHUR SPRINGS, W. 
VA., May 31.—Difficulty facing insur- 
ance lawyers in deciding whether a law 
is constitutional or unconstitutional, in 
view of the history-making changes 
under the New Deal from long estab- 
lished practices, was emphasized by 
President Alfred Hurrell of the Associ- 
ation of Life Insurance Counsel at the 
spring meeting here. Mr. Hurrell, who 
is vice-president and general counsel of 
the Prudential, said in view of present 


conditions he would not attempt to 
make a forecast on any point. 


Five Members Elected 


_Secretary-treasurer H. C. Bates, as- 
sistant general counsel Metropolitan 
Life reported details of his office. On 
report of the executive committee, the 
following were elected to membership: 
Warner Holderman, assistant counsel 
Penn Mutual; Donaldson Cresswell, as- 
sociate counsel Penn Mutual; D. P. 
Cavanaugh, attorney Aetna Life; S. B. 
Sebree, general counsel Midland Life, 
and A. DeW. Mason, associate general 
solicitor Prudential. 

Telegrams of greetings were sent to 
William BroSmith, vice-president and 
general counsel Travelers and first 
president of the association; P. J. Ross, 
general counsel Manhattan Life and G. 
B. Young, vice-president and general 
counsel National Life, who were unable 
to attend. 


Discuss Bank Reorganization 


President Hurrell introduced Mr. Ma- 
son, who spoke on legal phases of bank 
reorganizations. 

B. K. Elliott, manager and general 
counsel American Life Convention, 
spoke on right to proceeds of a life in- 
surance policy when premiums are paid 
with wrongfully acquired funds. He 
pointed out that in c-ses of misappro- 
priation for payment of premiums, the 
true owner of the funds used to pay the 
premiums bases his claim upon the 
theory that the wrongful act of a fidu- 
ciary has caused the insurance policy 
and its proceeds to be held in trust 
partly or entirely for his benefit. 

When granted at all, the relief may 
vary in extent in three different ways, 
The aggrieved party may be given the 
entire proceeds of insurance for which 
his money paid the premiums. He may 
have restored to him out of proceeds all 
money taken from him, although it may 
greatly exceed the amount of the pre- 
mium. Or he may be given a lien on 
the proceeds only for such of his funds 
as are traceable to premiums. 


Elliott Delivers Paper 


Mr. Elliott stated that it may be said 
with a fair degree of certainty that a 
person whose funds were misappropri- 
ated by one standing in a fiduciary rela- 
tion to them would be entitled to the 
proceeds of a policy purchased thereby, 
at least to the extent of the amount of 
such funds taken by the fiduciary, in 
the courts of Kansas, Michigan, New 
York, New Jersey, Wisconsin and the 
eighth federal circuit. By decision in 
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Missouri Department Wins 
Continental Life Control 





CAPITAL IS HELD IMPAIRED 





Company Appeals to Supreme Court 
from Ruling Favorable to Super- 
intendent O’Malley 





Insurance Superintendent O’ Malley of 
Missouri won his case for control of the 
Continental Life of that city as Judge 
Ryan in St. Louis found for the depart- 
ment in the receivership proceedings 
filed Jan. 3. The court held that the 
capital is impaired and its assets are not 
sufficient to meet liability. The judge 
found that the condition is such as to 
render further proceeding hazardous. 
The court did not state the amoynt of 
the impairment nor did Judge Ryan pass 
finally on the question of liquidation. He 
pointed out that new insurance laws be- 
coming effective April 12 will apply. 
They give the Missouri department 
broad powers. When the verdict was 
announced the state department imme- 
diately took charge. 

Judge Ryan did not grant Mr. O’Mal- 
ley’s request for an order of dissolution, 


f holding such a step might prevent re- 
habilitation. Title to the company is 
now vested in Superintendent O’Malley. 
The department’s attorneys hope to ob- 
tain an order broad enough to permit 
either an operating receivership, mutual- 
ization, reinsurance or a management ar- 
rangement with some other company. 
Complete liquidation is not contemplated. 

As of Dec. 13, 1931, it showed assets 
of about $16,000,000 and about $94,000,- 
000 insurance in force. Superintendent 
O’Malley charged that there is an im- 
pairment of $1,795,549. Ed Mays, presi- 
dent of the company, made a great fight 
to defeat the department procedure. 
Judge Ryan in his decision referred to 
the inter-relations of the Continental Life 
with the Grand National Bank, the 
Wellston Trust Company and other 
business institutions in which Mr. Mays 
was a dominant factor. He criticised 
these set-ups. 


New Trial Motion Overruled 


Circuit Judge Ryan has overruled a 
motion for a new trial filed by the 
Continental Life and fixed the appeal 
bond at only $500. Expenses of trans- 
cripts and other items would be paid 
by. company regardless of outcome, at- 
torneys agreed. The motion for new 
trial alleged Judge Ryan erred in find- 
ing the company impaired and insolvent 





(CONTINUED ON PAGE 15) 





Amount of Lien Is Not Yet 
Determined by the Officials 





PACIFIC STATES LIFE PLIGHT 





Commissioner Cochrane of Colorado Is 
Conferring with Home Office People 
on Condition 





DENVER, May 31.—Officials of the 
recently mutualized Pacific States Life 
of California are conferring with Com- 
missioner Cochrane regarding the 
amount of a lien to be placed against 
reserves, necessitated by impairment. 
As soon as an amount is agreed upon 
policyholders will be notified and invited 
to pay the amount of the lien in cash. 
Should the policyholders fail to make 
these payments the liens will stand 
against their policies and draw interest 
at the rate which their reserves have 
earned. Two rates are in effect, 31%4 and 
4 percent respectively. 

Proceed Under Colorado Law ~ 


This procedure is provided in Colo- 
rado’s solvency law which automatically 
establishes the lien against the policy 
reserves of Colorado incorporated life 
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OUR ORGANIZED SALESTPLAN 


Provides complete VISUAL Presentations, varying for each prospect ac- 
cording to his needs. 


There’s the “Success” story for the Young Man 
The “Pension” story for the Older Man 


“Juveniles” 
“Young Woman” 


A “Reconstruction” story 


With a Policy Brief and about 100 figures prepared in advance for all 
ages and for about 25 different policy forms. 


Using this equipment the schedule anticipates AT LEAST TEN com- 
plete presentations weekly. 


As one man put it, “We’ve done it all for the boys but the footwork.” 
And they’re doing that beautifully—our business running about 145% of 
1933 for the first four months of the year. 


Interested? Then write 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 
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companies the moment impairment of 
their assets occurs. 

The Pacific States Life voluntarij, 

discontinued writing new business about 
a year ago, Commissioner Cochrane sajq 
and when he recently notified its of 
cials that the provisions of the Colorad, 
solvency act. would be applied the, 
promptly mutualized it and turned 
over to the policyholders without taking 
advantage of the time limitation allowe( 
by statute. Payment of death claims 
also was discontinued late in 1933, py 
at that time, it was explained, none by 
current claims remained unpaid. 
_ The solvency statute authorizes the 
insurance commissioner to request the 
courts to order release of guarantee de. 
posits held by the state treasurer for the 
benefit of policyholders, but Mr. Coch. 
rane announced this action would be de- 
ferred for the present. 


Cochrane Consults Commissioners 


Under the program by which the Pa- 
cific States Life becomes mutualized and 
becomes subject to the other p-ovisions 
of the so-called Cochrane law of Colo- 
rado, an initial lien of 75 percent on the 
policy reserves will probably be imposed, 
Interest on the lien, under the law, is the 
percentage used in calculating the re. 
serve requirements of the company. One 
question that remains to be determined 
is how the lien shall be applied to poli- 
cies of the Chicago National Life which 
were reinsured by the Pacific States, 4 
100 percent lien was imposed on Chicago 
National policies in the contract by 
which the Pacific States reinsured the 
business and the question is whether 
Chicago National policies shall now be- 
come subject to an additional lien, which 
would be in excess of the cash value 
of the policy. Commissioner Cochrane 
of Colorado is in Chicago this week for 
the meeting of the Insurance Commis- 
sioners Convention and he is consulting 
the Illinois authorities on various fea- 
tures of the Pacific States Life case. 


A. B. Shea, district manager of the 
Equitable Life of New York in Minne- 
apolis, has returned to his desk after 
two weeks in the hospital following an 
operation. 





New President 














J. G PARKER, Toronto 


J. G. Parker, actuary of the Imperial 
Life of Toronto, has been elected prest- 
dent of the Actuarial Society of America. 
He is a past president of the American 
Institute of Actuaries. He was born 
Ontario in 1883 and educated at To- 
ronto University. He entered the service 
of the Imperial Life in 1904. J. F. Little, 
vice-president and actuary of the Pru- 
dential, and A. Linton, president 
Provident Mutual Life, were chosen 
vice-presidents; J. B. Maclean, associate 
actuary Mutual Life of New York, sec- 
retary, and E. W. Marshall, vice-presi- 














dent and actuary Provident Mutual, 


! treasurer. 
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Lawyer Says Life Insurance 
Principles Are Basis of NRA 





NOTES LONG RANGE PLANNING 





gales Congress at Decatur, Ill., Hears 
Fine Talk Praising Record of 
Institution 





Practices and ethics of life companies 
and agents during recent years exem- 
plify the successful principles which 
those charged with administering the 
NRA are attempting to carry into the 
various industrial and commercial fields 
through codes of fair competition. J. E. 
Cassidy, attorney of Peoria, IIl., asso- 
dated with the NRA administration, 
sated in a talk at the sales congress 
in Decatur, Ill., sponsored by the IlIli- 
nois Association of Life Underwriters. 
Life insurance has pointed the way in 
this direction in terms of practical ac- 
complishment, he said. The very prin- 
ciples which have served to build life 
insurance to what it is are the ones 
which the NRA is seeking to translate 
into other business structures. 


Better Than Individualism 


“The life insurance record during the 
disturbing months of the depression also 
shows that such practices and principles 
bear economic fruit,” he said, “and that 
they do more to build strongly to meet 
periods of adversity than do the so- 
called practices of unlimited rugged in- 
dividualism. 

“The life insurance picture from 1929 
to the present is a standout in bold re- 
lief in contrast with practically all other 
financial and commercial records of the 
entire national panorama. As the depth 
of the downward spiral was approached, 
practically everything had yielded, at 
least in part, except established life 
insurance institutions. ‘Confidence lan- 
guished in practically all other busi- 
nesses. 

“Perhaps doubts crossed many minds 
in the trying times about the continuing 
stability of your companies, but now the 
nation must admit that with relatively 
few exceptions, the life insurance insti- 
tution stood like a rock, and next to the 
government itself is maintaining finan- 
cial integrity, confidence and credit. 
What would have happened if in those 
dark hours these great trustees carrying 
the hopes of millions of children and 
widows also tumbled, no one dares to 
contemplate. 

“In the light of some of our recent 
experiences as we brush shoulders from 
day to day with the opposition, it is 
refreshing to mingle with this group 
engaged in a business essentially com- 
mitted to long range planning. If the 
institution of life insurance, which em- 
braces such a tremendous part of the 
nation’s wealth and is recognized as an 
individual and family necessity, can be 
constructed as it is on long range plan- 
ning, where is the fallacy in translating 
the same basic principle into other busi- 
ness, financial and industrial units? 

“In your business of life insurance you 
sell something that has become very 
standard. Practically no one of you, 
with some variations, has little to offer 
that your competitor cannot also 
present. As I understand it, your com- 
pensation resulting from individual pro- 
duction is also standard. There is 
Practically no disparity in the quality of 
what each of you has to sell. 

“Still, with such standardization of 
contract and policy you have managed 
to develop perhaps the closest and most 
Mspiring fraternity existing in the pro- 
fessional and economic picture of the 
United States. With this close line of 
competition between you, you have been 
able to conform to ethical standards that 
combine a high level of service for those 
whom you serve.” 


A. D. Poitras has been elected chair- 
man of the Montreal C. L. U. chapter. 
G. F. Mathewson is the new vice-chair- 
man. 








Breach of Contract Discussed 











Courts generally have not looked with 
much favor on action for damages for 
breach of contract upon a supposed re- 
nunciation and repudiation of a prom- 


-ise to pay, as always alleged by the 


assured, but which in substance is noth- 
ing but a refusal on the part of the 
insurer to acknowledge liability because 
of the failure, in its opinion, of the as- 
sured to meet the policy requirements 
or furnish satisfactory proof of stability, 
T. J. Tyne, Jr., assistant general coun- 
sel National Life & Accident, stated in 
an elaborate paper on “Some Recent 
Decisions on the Question of Antici- 
patory Breach,” delivered at the White 
Sulphur meeting of the Association of 
Life Insurance Counsel. 

He commented on the suit of Wyll 
against the Pacific Mutual Life in the 
United States district court, northern 
division of Texas, for more than $200,- 
000 damages for breach of contract by 
reason of the company’s failure to pay 
indemnity for alleged total and perma- 
nent disability. 

Mr. Tyne said the sustaining of de- 
murrer to the portion of the petition 
seeking recovery for future indemnity 
possibly avoided setting a precedent 


which had it grown to any appreciable 
extent would have created a _ highly 
dangerous. situation for companies. 
Wyll had sought to prove repudiation of 
contract by failure to pay indemnity for 
an alleged total and permanent disa- 
bility, relying upon the famous Rascoe 
case. : 

Courts lean toward the idea that all 
the instalments are called for by one 
contract, but the intention of the party 
would be violated if they were thrown 
together as having matured merely be- 
cause one had not been, paid at ma- 
turity, he said. 

Mr. Tyne expressed opinion that if 
the assured should be successful in es- 
tablishing claim according to terms of 
the contract, he would be fully com- 
pensated by collecting every instalment 
as it came due during the course of his 
lifetime. 

Courts generally hold that if the in- 
surer after trial is defeated on the ques- 
tion of total and permanent disability, 
it should be accorded opportunity to 
begin or continue payment to the in- 
sured in accordance with the contract. 





Mr. Tyne said the assured is not en- 
| titled to recover benefits for the pe- 


| riod. of life expectancy as there is no 
| refusal to carry out the contract and 
| renunciation of the agreement, but sim- 
| ply the company’s contention that under 
existing circumstances the assured is 
not entitled to benefits. 


Arkansas Law Protecting 


Policy Proceeds Is Invalid 





WASHINGTON, May 31.—Arkan- 
sas statutes designed to protect proceeds 
of life policies from creditor judgments 


were held unconstitutional by the 
United States Supreme Court in an 
opinion which is held materially to 


modify the powers of states to protect 
debtors during a depression emergency. 

The unanimous opinion of the court 
in the Arkansas case is viewed as lim- 
iting to some extent the scope of its 
recent decision on the Minnesota mort- 
gage moratorium law. 

The Arkansas statute exempted pay- 
ments from life policies from judicial 
processes for the collection of debt. 
While passed ostensibly as emergency 
legislation, but permanent in its terms, 
the court held that it was neither tem- 
porary nor conditional, as required of 
legislation to be given validity as an 
emergency measure. 
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This is one of a series of advertisements, reproducing the pages 
of a new book,”“The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N-Y. 


ETHELBERT IDE LL W 
Chairman of the Board 


JAMES A. FULTON 
President 
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Program Is Announced for 
American Institute Meeting 





IMPORTANT TOPICS LISTED 





Actuaries at Chicago Meeting to Con- 
sider Investments, Interest Rate, 
and Compensation of Agents 





A number of provocative subjects for 
discussion touching matters of imme- 
diate practical importance in the busi- 
ness as well as presentation of several 
- Important ._papers are scheduled for the 
meeting of the American Institute of 
Actuaries in Chicago June 7-8. 

_ The first general subject for discus- 
sion is mortality. Under this heading 
comes consideration of experience of in- 
sured lives in these classifications: under 
age 21 at issue, ages 45-60 at issue, over 
60 at issue; on non-medical business 
under age 40 at issue and over age 40 
at issue. 

The second principal subject is 
phrased thus: Should companies con- | 
tinue to offer deferred annuity contracts 
commonly known as retirement annui- 








ties which involve no mortality risk until 
the annuity actually becomes payable | 
and which include cash values, options | 


| : 
concerning the date of commencement 


of the annuity, the type of annuity pay- 
able and an optional cash value in lieu 
of any annuity at the maturity date? 
The next question is: What changes 
in the methods of compensating agents 


| for writing ordinary business are being 


considered or are desirable? What 
points may the companies transacting 
only ordinary business study with profit 
in the evolution of compensation of the 
industrial agent? 


Fractional Premiums 


Then there is the question cf frac- 
tional premiums. Are the companies 
transacting only ordinary business suc- 
cessfully handling monthly premium 
business other than payroll deduction? 
Under what rules and conditions? What 
limitations should be placed on payroll 
dedvction plans? What is the experi- 
ence of companies collecting quarterly 
or semi-annual premiums during the 
first year? Has the adoption of this 
practice led to substantial increase in de- 
sirable business? Has it decreased 
abuses resulting from agents financing 
themselves and their policyholders lo- 
cally by discounting notes and other- 
wise? 

The next general topic is unemploy- 
ment and social insurance. Is a sys- 
tem of unemployment insurance or re- 
serves, granting that it be imperfect, 





superior to methods employed to meet 
depression conditions when unemploy- 
ment insurance or reserves do not ex- 
ist? What other methods may be used? 
What is the prospective development in 
the field of social insurance? 

The sixth principal subject is inter- 
est rate. What are the indications as 
to trend of interest rate? What effect 
might socialization of credit have on 
long term investments? Should pre- 
miums and reserves for new business 


be calculated on a lower rate of in- 
terest? : ote 
The next question is investments. 


Under the head of mortgages there are 
these leading questions: What lessons 
in reference to serial repayments and 
methods of purchasing and handling 
has the experience of the recent past 
indicated in connection with: farm loans, 
residence loans, apartment loans, busi- 
ness property loans? What desirable 
types of loans will be available to the 
life insurance companies in the future 
on farms and on residences? 

Bonds: What has been the experience 
of the companies with municipal bonds 
issued by smaller cities and rural coun- 
ties as compared with those issued by 
more populous districts? What other 
factors are important? What types of 
exchanges may be made in the field of 
corporate securities to protest the com- 











creases to $2,385,666.10. 








holiday. Dollar declines. 





rm. 
ui 


News Flashes 


1930 Industrial leaders agree to spend five billion dollars during the year 
for improvements and construction, at White House conference. Steel production at 
71% of capacity on June Ist and 39% on December Ist. Bureau of Labor index of 
employment in manufacturing industries stands at 81.6 on July 1st. Stabilization Cor- 
poration supports wheat market. Federal building projects developed to aid jobless. 
Prices of stocks and commodities slump. Premium income of the Lumbermens Mu- 
tual Casualty Company shows a gain of 12.2% over 1929 to $13,650,070.76. Assets 
increase 28.0% to $15,001,456.66. Net surplus increases to $2,101,032.43. 


1931 War Debt holiday declared. Steel production at 41% of capacity on 
June Ist and 28% on December Ist. Bureau of Labor index of employment in man- 
ufacturing industries stands at 71.7 on July Ist. Federal deficit approaches figure of 
one billion dollars. England goes off the gold standard. Prices of stocks and com- 
modities continue to slump. Premium income of the Lumbermens Mutual Casualty 
Company shows a gain of 4.81% over 1930 to $14,307,236.00. Assets increase 3.46% 
to $15,521,354.57. Net surplus increases to $2,220,062.08. 


1932 R. F. C. loans millions to railroads and municipalities. Insull com- 
panies collapse. Ivar Kreuger commits suicide. Bonus army in Washington. France 
defaults on War Debt. Steel production at 21% of capacity on June Ist and 16% on 
December Ist. Bureau of Labor index of employment in manufacturing industries 
stands at 55.2 on July Ist. Prices of stocks and commodities lower throughout the 
first half of the year, rallying in the second half. Premium income of the Lumber- 
mens Mutual Casualty Company shows a gain of 5.52% over 1931 to $15,008,377.73. 
Assets increase 3.28% to $16,031,781.14. Net surplus increases to $2,336,054.24. 


1933 During March every bank in the United States is closed. Lumber- 
mens Mutual Casualty Company continues payment of claims throughout the bank 
NRA, PWA, CWA, AAA organized. United States buys 
gold above world market prices. Steel production at 47% of capacity on June Ist 
and 29% on December Ist. Bureau of Labor index of employment in manufacturing 
industries stands at 67.3 on July Ist. Prices of stocks and commodities rise. Pre- 
mium income of the Lumbermens Mutual Casualty Company shows a gain of 6% over 
1932 to $16,004,197.85. Assets increase 7.43% to $17,222,827.28. Net surplus in- 


The Lumbermens Mutual Casualty Company writes Automobile, 
Compensation and general casualty insurance under dividend-paying 
policies and is represented by leading agents throughout the country. 
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panies against deterioration of the; 
bond accounts? How does the outlook 
for utility securities compare with tha 
for railroad securities? 

Gold standard: What will the effec 
of the devaluation of the dollar ang 
other provisions of the gold reserve ac 
of 1934 have upon the assets of ingyr. 
ance companies? Is there reason to 
‘buy the older government issues cop. 
‘taining the gold clause in preference tg 
current issues not having it? Are cor. 
poration issues with the gold clause to 
be preferred? 

The last topic is surplus distribution: 
Has the time arrived for adoption of 
dividends determined by revised fac. 
tors, thus terminating the use of scales 
which are given percentages of one 
previously in use? 

The first formal paper will be on “Re. 
insurance Subject to Lien” by E, B. 
Fackler. The second paper will be on 
“Rating the Heart Murmurs—the Na. 
ture of the Problem” by Annie Mary 
Lyle, manager reinsurance division 
General American Life. 

There will be discussion of previously 
presented papers as follows: “Interpola- 
tion Formulas in Terms of Function 
Values Rather than Differences;” “Val- 
uation of General Accidental Death 
Benefits;” “Mortality Experience Under 
Extended Term and Paid-up Provisions 
and a General Method of Obtaining 
Mortality Experience After a Change in 
the Status of a Policy;” “Company Mor- 
tality Investigation in Theory and Prac- 
tice;” “Indices of Cost and Value as an 
Aid to Agency Management.” 


Speakers at Commissioners’ 
December Meeting Selected 





The executive committee of the Na- 
tional Convention of Insurance Commis- 
sioners at its meeting in Chicago this 
week decided on the formal addresses 
to be given at the meeting in St. Peters- 
burg, Fla., Dec. 4-6. 

“Conservation” will be presented by 
Commissioner H. P. Dunham of Con- 
necticut, with discussion by W. S. Pope 
of Texas; “Resident Agents Laws” by 
C. C. Greer of Alabama, discussed by 
Oscar Heltzen, Rhode Island; “Curbing 
Operations of Unlicensed Companies,” 
U. A. Gentry, Arkansas, discussed by E. 
A. Smith, Jr., Utah. Ernest Palmer ot 
Illinois will speak on a topic of his own 
selection, with discussion by J. M. Tobin 
of Tennessee. 


Federal Life’s New Sales Kit 


Advances in agency training methods 
have continued during the depression. 
The Federal Life has recently provided 
its managers with an agent’s supply kit 
giving the necessary equipment jor an 
agent soliciting on modern methods. 
Vice-president George Barmore be- 
lieves this is the opportune time to in- 
crease agency man power. He believes 
the first step in developing a new man 
is to equip him with what he needs. 
The agency kit of the Federal Life 
provides some educational material, not 
extensive, but rather an explanation o! 
the fundamentals of the business. It 
also gives brief instructions on sell- 
management and _ finding prospects. 
Sample sales talks in simple form are 
given. The necessary supplies, such as 
applications, rate books, etc., are 1 
cluded. The kit provides spaces for 
everything to be kept in order. 


Seeks to Depose Receiver 


Suit has been brought in the Marion, 
Ind., superior court in behalf of C. V. 
O’Hern, as principal receiver for the 
Peoria Life, to set aside the appoint- 
ment of R. S. Page as ancillary re 
ceiver in Indiana and to set aside the 
sale by Page of certain real estate 0 
the Peoria Life. It seems that Page 
sold six pieces of farm property with 
a book value of $97,000 to L. J. Eby 
for $14,000. O’Hern contends that this 
was a grossly inadequate consideration 
and that Page did not have authority 

















to make the sale. 
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Advertising Men 
Hold Gathering 


(CONTINUED FROM PAGE 3) 


respect that the states have been stirred 
to take action in protecting licensed 
companies. The subject has been taken 
yp with postal authorities in the hope 
that a regulation will be made prohibit- 
ing direct mail canvassing under these 
conditions. Another step taken in this 
direction is the ruling proclaimed re- 
cently by national magazines that they 
will not take the advertising of any 
company not licensed in a certain re- 
quired number of states. While the 
Cartwright bill in Congress was a be- 
ginning Of national action it will only 
be when the states as a whole have 
taken up the matter that such unfair 
practice will be abolished. 

Mr. Putnam on behalf of the mem- 
bers express himself much gratified at 
the results of the last Financial Inde- 
pendence Week for life insurance. Once 
again the attention of the public was 
directed to insurance and the benefits 
to be derived from it as well as educat- 
ing them to its uses. Mr. Putnam pro- 
posed a message of congratulation to 
the committee responsible for this work. 


Editor Rose Gave Address 


Following luncheon an address was 
delivered by Marc A. Rose, editor of 
“Business Week.” Mr. Rose stated that 
while statistics show that business has 
definitely improved, the general senti- 
ment at the present time does not bear 
this out. He compared the economic 
situation to a man who has been very 
ill and while still in a serious condition 
is meek enough, but as soon as he 
reached the convalescent stage he 
growls and grumbles about everything. 
This is the attitude of business men 
today. 

Studying the Buying Habits 


Mr. Putnam described the canvass 
undertaken by the “Saturday Evening 
Post” and the Life Insurance Sales Re- 
search Bureau for which $10,000 has 
been set aside to study the insurance 
buying habits of the people of a certain 
designated city. A thorough study of 
this will be made and 13 companies have 
been invited to send young women to 
Philadelphia for a week of training to 
aid in this project. These companies 
are: Metropolitan Life, Equitable of 
New York, Prudential, Provident Mu- 
tual, Connecticut General, Aetna Life, 
Phoenix Mutual, Mutual Benefit, North- 
western Mutual, Union Central, Bank- 
ers Life of Iowa and the Guardian Life. 
A resolution was proposed by J. W. 
Mason, London Assurance, and later ac- 
cepted to the following effect: “Re- 
solved that the Insurance Advertising 
Conference congratulates the Life In- 
surance Sales Research Bureau and the 
Curtis Publishing Company on their life 
insurance consumer buying habits re- 
search project and further resolves that 
the Insurance Advertising Conference 
requests the director of commercial re- 
search consider the feasibility of extend- 
ing this study to the fire, casualty and 
surety field.” 


Interest in Safety Movement 


H. A. Warner, Maryland Casualty, 
chairman of the frontier safety commit- 
tee, gave his report in which he de- 
scribed the movement now on foot to 
ban all advertisements of automobile 
manufacturers for illegal speed. The 
I, A. C. has been most helpful in this 
and the campaign has resulted in 11 
states and the District of Columbia 
taking action forbidding such advertise- 
ments. Further work is being done on 
the subject and it is hoped that in time 
all automobile manufacturers will see 
the wisdom of it. The insurance com- 
Panies will be asked to devote a certain 
amount of their advertising space to this 
safety movement, the duration of which 
Is to be a year. If something is not 
done the accidents will increase and 





automobile rates go so high that the 
average motorist will be unable to afford 
imsurance on his car. 

The time and place of the next meet- 


ing were discussed and it will probably 
be held at the Westchester Country 
Club in Rye, N. Y. While no definite 
date has been set it will either be the 
second week in September or the first 
week of October. The final decision on 
both these points of course rests with 
the executive committee. 


Few Major Topics 
in Chicago Meet 





(CONTINUED FROM PAGE 1) 


shares. The safeguarding of insurance 
securities, he said, is very reasonably 
effected by the states and it would seem 
to be inexpedient to adopt for insurance 
companies the mode of regulations to 
apply to corporations generally, 


Committee on Blanks Reports 


Brown of Massachusetts said he had 
been requested to bring up for discus- 
sion the proposal that life companies 
reduce the interest rates on policy loans. 
There was no discussion and the matter 
was dropped. W. A. Robinson, actuary 
Ohio department, reported as_ chair- 
man of the committee on blanks. He 
said that since two years ago when 
schedule B was condensed there had 
been criticism on the ground that the 
smaller companies could not report ade- 
quately on that form. A special com- 
mittee has this point under considera- 
tion. A special committee is also giving 
attention to an annuity schedule similar 
to that used in Canada. 

Commissioner Dunham suggested that 
a uniform blank for the country as a 
whole be adopted with a provision that 
supplementary data required by various 
states could be submitted separately. 
The committee on conservation, of 
which Colonel Dunham is chairman, sent 
out a questionnaire to 650 companies 
as to various features of the blanks. 


Operation of Unlicensed Companies 


Commissioner U. A. Gentry of Ar- 
kansas brought up the question of the 
operations of unlicensed companies and 
this proved to be a lively topic both in 
the open session and at the executive 
meeting. The upshot of the discussion 
was that the question was referred to 
the laws and legislation committee, of 
which Warner of Ohio is chairman, with 
instructions to brifig in a report at the 
December meeting. 

Mr. Gentry said Arkansas is a fertile 
field for unlicensed operators since its 
population is largely rural and easily im- 
posed upon. The state laws are not 
effective as the operations are conducted 
largely by mail. 

Brown of Massachusetts recalled that 
at the last session of the Massachusetts 
legislature a law was passed prohibi- 
ting advertising by unlicensed com- 
panies. That, however, does not stop 
of radio and mails. 


Pennsylvania Commissioner Reports 


Acting Commissioner Graff of Penn- 
sylvania said the situation in his state is 
deplorable. The department has a list 
of 108 unlicensed companies that are 
operating in the state. He mentioned the 
arrest recently of a representative of 
Scarborough & Co. of Chicago, who was 
in Pennsylvania in the interest of Lon- 
don Lloyds. He mentioned specifically 
the National Aid Society of Springfield, 
Ill. He referred to the Cartwright bill 
in Congress to prohibit the «se of the 
mails to unlicensed companies, saying 
that this measure was being opposed by 
the American Bankers Association. 
Commissioner Heltzen of Rhode Island 
said his state is bombarded by un- 
licensed operators but he contended that 
the state authorities could handle the 
problem if they worked at it hard 
enough. 

Commissioner Daniel of Texas said 
there are about 75 unlicensed carriers 
operating in his state, they being mostly 
assessment organizations which never 
pay their claims. 

Superintendent O’Malley of Missouri 
suggested that a solution would be 





reached if each state passed a law pro- 











The Most 
Vital Thing.... 


TO THE POLICY-OWNER .... is that 
his income will continue when disabled. In- 
come Continuance at such a time contributes 
greatly to his recovery. 

B. M. A. disability 

policies provide that 

assurance. 


TO THE BENEFICIARY ... is an ade- 
quate income to replace the policy-owner’s 
earning power. 

B. M. A. life policies 

give that protection. 





Even $20.00 a month looks like a Godsend to a 
little family in Fall City, Kansas, when they thought 
there was nothing. A lapsed policy only tormented the 
beneficiary. 

She refused to open letters from the Company— 
they were only sad reminders of what might have been 
—her husband would have paid the premiums if he 
could have. 

In desperation she opened one that came four 
months after her husband’s death. It told of a loan 
on the policy, which she had lost or destroyed. 

She wrote with little hope to see if by chance some 
small amount might be due. A B. M. A. representative 
drove 80 miles to convey the glad tidings that her hus- 
band’s income would be continued for her and three 
small children for three years. 


“It’s a miracle” she said, “God bless the B. M. A.” 


INCOME CONTINUANCE is the family’s 
most vital need. The B. M. A. provides com- 
plete income service. 


LIFE—ACCIDENT—HEALTH—ALL-WAYS 


Business MEN’s 
ASSURANCE COMPANY 
Kansas City, Mo. 


W. T. GRANT, President 
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hibiting any domestic insurer from oper- 
ating in any state in which it was not 
licensed. 

R. Leighton Foster of Ontario re- 
called that much the same discussion 
occurred at the commissioners’ meeting 
at Rapid City, S. D., several years ago. 
He suggested a_ three-point program. 
The first would be to have the insurance 
department of each state given super- 
vision over all insurance organizations, 
including benevolent societies, etc. Then 
each state should have fair and reason- 
able terms of licensing, and lastly each 
state should have a law prohibiting any 
of its companies from operating else- 
where without a license. 


Conservation Committee Meets 


Commissioner Dunham had a meet- 
ing of his conservation committee 
Tuesday morning and the executive 
committee went into general session 
again later Tuesday morning. 

Members of the executive committee 
seated at the head table during the ses- 
sions, in addition to Chairman Brown, 
were Van Schaick of New York, Clark 
of Iowa, Brown of Minnesota, Secre- 
tary Read of Oklahoma and Palmer of 
Illinois. 

A proposal of Commissioner Dunham 
of Connecticut for creation of a bureau 
of the National Convention of Insur- 
ance Commissioners to act as a clearing 
house for information on securities held 
by insurance companies was brought up 
again but was rejected by a 5 to 4 vote 
of the executive committee. 


Emanuel Stern Dies 


Emanuel Stern, former general agent 
of the Equitable Life in New York City, 
died at his home last week at the age 
of 85. He was formerly one of the lead- 
ing producers and a member for sev- 
eral years of the Million Dollar Round 
Table. He was a native of Hofstadten, 
Germany, and went to New York when 
a child. 











More Initiative Is Needed in Field 
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is not so difficult. There is nothing a 
prospect would rather do than to sit 
down and talk over his financial future 
—if he can do it with someone he has 
confidence in. Let’s try to be more con- 
crete, and keep away from glittering gen- 
eralities.” 

At the sales congress Friday morning 
Stewart Anderson, editor of publications 
Penn Mutual Life, gave a vivid picture 
of the security of life insurance. 

: Gay, agency secretary Aetna 
Life, warned of the danger of letting up 
on time control, organized sales talks 
and other depression-bred aids just be- 
cause business is getting better. It was 
significant that two speakers whose busi- 
ness duties bring them into touch with 
life insurance conditions over a wide 
territory stressed the danger of getting 
back into sloppy habits of work when 
the goad of the depression is removed. 

The tendency of the average agent to 
sell progressively less rather than more 
business after being in the business a 
few years is not a result of the depres- 
sion but was the case in the years prior 
to the slump, and. may logically be ex- 
pected to continue despite the return of 
better times unless forestalled, said T. M. 
Stokes, supervisor, division of field edu- 
cation and sales promotion, Metropolitan. 


Challenges Old Belief 


“Experience in selling life insurance, in 
life insurance, like failure in other things, 
is due to a certain extent to a childlike 
acceptance of half-truths as the whole 
truth,” he said. “One such half-truth 
that has retarded the progress of thou- 
sands of capable and intelligent men is 
the old saying that ‘experience is the best 
teacher.’ Let us face this half-truth 
frankly and brutally. 

“Experience in selling life insurance, in 
the sense of merely remaining in the 
business over a period of years, has little, 
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if any value in increasing our proficiency 
or skill as life insurance agents. Re- 
peated investigations in different com- 
fanies show that afier the first year or 
the first few years, the average life in- 
surance man tends to produce business 
at a steadily decreasing rate, and that 
in many cases he is surpassed by 
new agents, in spite of the greater ex- 
perience of the former. 


Not Product of Depression 


“This tendency to sell less rather than 
more insurance is independent, more- 
over, of depression conditions. Studies 
I made in three companies ten years ago 
showed exactly the same tendency as 
studies made in recent years. The lesson 
is an obvious one; experience is not the 
best teacher when it comes to selling 
life insurance. 

“Unless we work with our eyes open 
—the eyes of our body and the eyes of 
our mind—we will not learn anything. 
Experience results in habit formation. It 
teaches bad habits as well as good ones. 
And these bad habits are hard to over- 
come. 

“Training of oneself or of others de- 
pends upon the formation of better habits 
of work, better habits of prospecting, of 
approaching prospects and making sales 
interviews. In acquiring better habits 
of work, it is highly desirable to concen- 
trate upon one thing at a time.” 

The contribution of industrial insur- 
ance to the general field was outlined by 
W. H. Lenhard of the Progressive Life, 
Health & Accident of Philadelphia. In- 
dustrial insurance has contributed much 
toward the uplift and elevation of higher 
ideals among certain classes of people, 
he said. Its social aspects and poten- 
tialities have already made vital and last- 
ing impressions. 

The closing speaker was J. H. Rees, 
director of publicity Colonial Life, whose 
address was inspirational and construc- 
tively optimistic. The meeting was con- 
ducted by W. J. Bradley, publicity man- 
ager, Home Life of Philadelphia. 

Acting Insurance Commissioner Graff 
reported that the Pennsylvania depart- 
ment has had 25 solicitors of unlicensed 
companies and associations arrested, re- 
sulting in 20 convictgns and five cases 
pending. ‘The law provides a fine un to 
$1,000 in such cases. 


Unlicensed Companies Active 


Mr. Graff read a list of 109 com- 
panies and associations in the fire, cas- 
ualty, life and accident and health busi- 
ness, “which are not licensed to do 
business in this commonwealth, but 
which have been soliciting insurance in 
Pennsylvania by mail or by parties rep- 
resenting themselves as agents.” 

Other speakers included E. H. Schaef- 
fer, Harrisburg, fwho extended the 
welcome; A. D. Beyer, federation presi- 
dent; W. W. Matthews, director divi- 
sion of safety, Pennsylvania department 
of revenue; L. D. Metzger, state secre- 
tary of revenue; W. W. Ellis, exec- 
utive secretary, National Association of 
Insurance Brokers; R. M. Kraft, Cam- 
den; the two latter speaking at the fire 
and casualty sales congress, which was 
conducted by W. S. Taylor, president 
Harrisburg Association of Insurance 
Agents. 


Industrial Accident Session 


The industrial health and accident 
sales conference, conducted by William 
Mack, president Charter Mutual Bene- 
fit Association, included as speakers W. 
H. Lenhard, Jr., advertising manager, 
Progressive Life, Health & Accident; 
R. S. Garey, manager United Friends 
Beneficial Society, and Gray, 


president Commonwealth Beneficial As- 
sociation. 

It was decided to hold the 1935 In- 
surance Days at Pittsburgh. The official 
line-up of the Pennsylvania Federation 
is the same as for last year except for 
Ellwood Hoot of West Point, who suc- 








Serves 25 Years 
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A. B. SLATTENGREN 
Vice-President Mutual Trust Life 


The field force of Mutual Trust Life has 


just finished its celebration of “Slatten- 
gren Month” in May with record pro- 
duction. Vice-president A. B. Slatten- 
gren closed his 25th year with the com- 
pany May 28. The sales effort there- 
fore was in the nature of a silver anni- 
versary jubilee. 

Mr. Slattengren has progressed steadily 
upw ard for a quarter century, being part- 
time agent, agent, general agent, branch 
manager, secretary, treasurer and vice- 
president. His service in the field has 
given him the field man’s point of view 
and made him keenly conscious of field 
problems both from the standpoint of 
the individual agent and that of the home 
office. The May production testifies to 
his popularity with the agency force. 

During his 25 years of service he has 
seen it grow year by year to the point 
where it stands today, in its 29th year, in 
the strongest position it has ever occu- 
pied. 








ceeds G. R. Dette of Philadelphia as 
vice-president. 

The concluding speager at the general 
session Friday afternoon was Dr. S. 
Krebs of New York City, an inspira- 
tional and dynamic speaker who ad- 
dressed the federation’s Pottsville con- 
vention in 1932 and later addressed re- 
gional meetings of the federation in six 
Pennsvlvania cities. He is a lecturer 
and sales expert. 


Founders Day Campaign to 
Be Waged by W. O. W. Force 





President De E. Bradshaw of the 
Woodmen of the World has called upon 
all camps to celebrate “Founders Day” 
June 6, to commemorate establishment 
of the society on that date in 1890, and 
in honor of Joseph Cullen Root, moving 
spirit in the organization, who served as 
its head until his death Dec. 14, 1913. 

Special recognition will be given at 
meetings to be held early in June to 
men who have been connected with the 
organization for the last 30 years. J. T. 
Yates, national secretary, is the only 
one now living of the group of nine 
participating in the organization. Presi- 
dent Bradshaw, General Counsel Wells 
Rainey and Treasurer Sheppard have 
served many years in important capaci 
ties. 

In an effort to catch the ambitious 
and energetic spirit of the pioneers and 
revive atmosphere of the old camp meet- 
ings, all members are being asked to 
wear clothes of the type of the early 
’90s as they reenact meetings and initi- 





ations of 40 years ago. 
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Group Association Is Used 
as Example of Regulation 





w. J. GRAHAM GIVES ADDRESS 





Shows How This Organization Brought 
About Self Regulation Through Its 
Voluntary Code 





Voluntary codes policed to the mini- 
mum and not enforced by the majority 
against the minority were called for by 
W. J. Graham, vice-president Equitable 
Life of New York, as a logical and prac- 
tial extension of the varying order of 
activities which had come up under the 
auspices of the American Management 
Association of which he is president, at 
its general management conference. 

This is not an idealistic notion, said 
Mr. Graham. It has been practically 
worked out by the great life companies 
writing group insurance which, in 1926, 
formed a group association which raised 
a business tending to disorganization 
under competitive stress back to success- 
ful operation. Under a _ self-imposed 
code of ethics and competition, the 
Group Association has developed stand- 
ard practices to the benefit of the em- 
ployes insured, the employers who paid 
the bill, and the insurance companies 
which supplied the coverage. 

Mr. Graham further said: 

“There is no monopoly in group in- 
surance, but there is great order brought 
out of the voluntary control under this 
association in which no majority opinion 
is enforced against the minority even 
where the minority is but one. While 
the Group Association has distinguished 
companies in its membership, the vast 
number of companies writing group in- 
surance are outside its membership. 
Even these outside companies, recogniz- 
ing the value of order and standardiza- 
tion and competition only in producing 
results and ultimate low cost, have, for 
the most part, followed the established 
practices of the Group Association.” 


License of McKennon Held 


Up Year by Commissioner 





Cancellation of the license of Floyd 
McKennon, Washington state agent 
Guarantee Mutual Life and broker for 
other life companies, was announced by 
Commissioner Sullivan. Accusations 
against six of McKennon’s agents were 
deemed insufficient to call for revok- 
ing their licenses. McKennon’s license 
from April 1, 1934, to March 31, 1935, 
was not renewed on the ground that 
he allowed Hugh Purcell of Seattle a 
rebate. The charge of rebating against 
McKennon had been taken under ad- 
visement by Sullivan following a hear- 
ing. 


Two Ohio Double Indemnity 
Cases Before Supreme Court 





The Ohio supreme court has held 
that the double indemnity provisions of 
a life policy do not apply where the 
policyholder met his death as the re- 
sult of a ruptured blood vessel while 
Swimming. The court declined to re- 
view the case. It arose at Mansfield, 
O., where the beneficiary under a $2,000 
double indemnity policy issued by the 
Equitable Life of New York to Rus- 
sell McKnight sought to recover the 
additional amount. 

The Mutual Life of Baltimore has 
won a case in the Ohio supreme court 
brought against it by Blanche Kelly of 
anesville, who sought to recover 
double indemnity on the death of 
Harold Farson of that city, who was 
killed in April, 1933, when he stepped 
into a gun trap in a cottage along the 
Muskingum river and was killed. The 
Company contended that he was vio- 


lating the law when he met his death. ‘ 





The plaintiff declared that there was no 
violation of the law as the policyholder 
tried to open the door through curi- 
osity. The supreme court refused to 
admit the case for review. 


National Association Members 


The National Association of Life 
Underwriters reports membership of 
18,755, exceeding by five members the 
figure recorded at the close of its fiscal 
year June 30, 1933. The objective is 
20,000 members by June 30 next. 


Dern in Los Angeles 


A. L. Dern, vice-president and man- 
ager of agencies of the Lincoln Na- 
tional Life, who is on a tour of in- 
spection of the company’s Pacific Coast 
agencies, is visiting Los Angeles accom- 
panied by F. W. Gale, superintendent of 
agencies in the coast territory. 


Willoughby Is Supervisor 


The Midland. Life has appointed 
John Willoughby supervisor for Mis- 
sourl. 


J. F. DeHaven, Equitable Life of New 
York, South Bend, Ind., has received the 
Republican nomination for county treas- 
urer, and Clyde J. Jordan, Northwestern 
Mutual, for state representative. 








Insurance Racket Is Found 
in Some Illinois Localities 








The Champaign County (Ill.) Asso- 
ciation of Life Underwriters put an “ad” 
in the daily papers regarding an insur- 
ance racket that has become prevalent 
in that part of the state. It said: 

“A new racket has been reported in 
insurance circles in Champaign-Urbana, 
according to reports of the Champaign 
County Association of Life Underwrit- 
ers, N. P. Blanchard, secretary of the 
association, states. 

“The racket used by this fellow is to 
call on some widow who has recently 
lost her husband, and advising her that 
some years ago the deceased had taken 
a policy in the company that he fraud- 
ulently claims to represent. He declares 
that the policy which has lapsed for 
non-payment of premium, or any other 
plausible reason, but which under its 
terms still continues to be in force, may 
be collected. 

“Asking for a small fee which he 
claims will be used to secure a coroner’s 
report, where one is necessary, or an 
undertaker’s certificate, he promises to 
return the face value of the policy within 





, 


a few days,’ Mr. Blanchard explains. 
“Usually, he gives a ‘receipt’ for the fee 
that he collects.” 


Two Assessment Concerns Out 


H. B. Hershey, official liquidator of 
the Illinois insurance department, has 
been appointed receiver for two mutual 
benefit associations, the Lincoln Benefit 
of Springfield and the Provident Benefit 
of Chicago. 

The Lincoln Benefit, as of Dec. 31, 
1933, reported income $10,023, benefits 
paid $2,456, expenses $3,205, assets 
$5,920, it has 830 members and $527,700 
benefits in force. 

The Provident Benefit reported in- 
come $2,858, benefits $1,405, expenses 
$1,839, assets $1,011, it has 464 members 
and $220,650 benefits in force. 


June Is Policyholders Month 


June will be “policyholders’ month” 
for the Lincoln National Life. Field 
men will be furnished with a service call 
chart and a service report card which 
will be sent to the home office. Prizes 
will be awarded on volume of new busi- 
ness from old policyholders secured in 
June. To qualify as a prize winner, 
each man must make at least ten service 
calls during the month. 








Tuis letter, reproduced with 
the censent of Mr. Murdock, 
is typical of the great many 
unsolicited communica- 
tions which NWNL has re- 
ceived from business and 
professional men the 
country over. 


NORTHWESTERN NATIONAL 
LIFE INSUB CE COMPANY 


J APMGLD. raz semert 
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A copy of NYNL’s 
49th Annual Report 
is yours for the asking 
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(Above) Helen Hayes—the 

picture of herself that she 

likes best. (Left) Scenes from 

the popular photoplay “Night Vistone Mr NORRened Oo | 
Flight,” showing Helen Hayes Ces 40 


and John Barrymore. Dana ran arrde ote. ‘oe 





Helen Hayes, star of “The White Sister,” “Farewell to Alo Scotla 
gets the first One Day Pay policy we issued. Miss Hayes, is the w 
Arthur, President of the Central Life of Illinois. Mrs. All menti 
to have one. In spite of a large amount of Life Insurance, Mat this 
by an otherwise complete program. Her reaction was théfof prac 
They want it. 


Every One is a piec 
our nest 


Immediate cash! One Day Pay has a draft # the 
with a statement by the attending physician,jk—; 
ing to complete proofs of death. No waitinggtk. 

One Day Pay gives the widow money to eaSftens, 
the death of the breadwinner. The chances #e ha: 
she has acheck signed by the husband that mow insta 
able. In some states even joint checking acted ; 

Ten Dollars a year. That’s the premium,g anny 
(ages 15 to 50). The entire face amount can #at th 
the insured dies. 

No matter how much Life Insurance a maxes { 


We have an unustalior a fe, 
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Indiana lowa 
alary and commission, HMome Qj 


"One Day Pay +---The\ 
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] to Alfbf Scotland,” and many other stage and screen successes, 
ayes, Mis the wife of Charles MacArthur, brother of Alfred Mac- 
rs. Allffr mentioned the new policy to Miss Hayes—and she had 
rance,M™ut this new policy meets a need which was not covered 
yas thé of practically every one who hears about One Day Pay. 


pgect for 











)the policy. The beneficiary takes this, 
A and gets money at once. No wait- 


lens, during those first critical days after 
has practically no money in her purse. If 
Instant he died, the check became uncash- 
led up on the death of one of the parties. 
anually. It provides from $640 to $214 
atthe home town bank on the very day 


es the need of this emergency fund. He 
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CENTRAL Lire INSURANCE COMPANY OF ILLINOIS 
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1934 





My dear Helen: 


You certainly get the policy, and you get the 


first one we issue. 


It is a wonderful idea, and we find a lot of 
people have signified their desire to get one, 
even before we are able to issue them. Number 


one will go to you in a day or two. 


* ionately, 





t-selling policy—ONE DAY PAY 


does not wish his widow to be left, even for a few days, 
at the mercy of friends, relatives or the corner grocer. 

Does it sell? An agent at Joliet sold seven in one 
day. Anew agentin Minneapolis borrowed a kit and 
sold one to the first man he talked to. It goes 
like wildfire. This is the policy they ask for. 

The whole story will be told to those entitled to hear 
it—if they will address inquiries to— 


Central Life Insurance Co. 


of Illinois 
ALFRED MacARTHUR, President 


720 North Michigan Avenue + + + + «+ «+ Chicago 


0) Kena Ysa as -) ae 0) 6 
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Brain Trusters in Life Insurance 


WE Are confronted these days with all 
sorts of political vagaries and panaceas. 
Some are very beautiful and appear to 
be the result of logical thinking. Yet 
after all they may not stand the prac- 
tical test. The question after all with 
any stratagem or scheme is whether it, 
when subjected to actual working, will 
be effective and successful in its opera- 
tion. 

We have, in life insurance, a situation 
akin to what we are meeting in state- 
craft. Because a moratorium was de- 
clared last year, when all the banks 
were closed and the economic structure 
had fallen, there have been in the in- 
cubator many so-called life insurance 
reformers who are preaching doctrines 
that have a plausible appeal to those 
who are uninformed. We have the pure 
protectionists, those who would sep- 
arate all forms of investment from life 
insurance and build the business on 
term policies. They would eliminate 
cash values and throw the loan clause 
out of doors. The pictures they are 
painting are intriguing. The assessment 


form of insurance from an academic 
standpoint is alluring, and yet there 
has never been a successful assessment 
company that has lived to any great 
length of time. There has no success- 
ful company been constructed on pure 
protection. 

We have the “brain trusters” in life 
insurance as well as in the government. 
They accomplish a purpose because 
they put real and genuine life insur- 
ance on the defensive, so that people 
learn more about it. It calls forth evi- 
dence to show that the schemes por- 
trayed by the intellectuals are not work- 
able and have never been successful 
when applied to life insurance. There 
are very earnest and sincere people who 
are building up these castles, believing 
that they have thought out the question 
clear through and their conclusions are 
sound. Yet time has shown plans in 
insurance that will work and those that 
will not. The menace of these fanciful 
theorists is that many people are misled 
by their sophistry and become dissatis- 
fied with their policies. 


The Spirit of Life Insurance in St. Louis 


A magnificent example of the human im- 
pulse at its best is found in Sr. Louis 
where four general agents of competing 
companies are conducting a sales contest 
for the C. W. PoInpEXTER agency of the 
NorTHWESTERN Mutuav Lire, while Mr. 
POINDEXTER is recuperating in WIscoNnsIN 
from an attack of influenza. That is a 
tribute to Mr. PornpextTer, as well as to 
the general agents who are pinch hitting 
for him. Such spontaneous, unselfish gen- 
erosity would not go out to a man, unless 


Hoarding of 


Tue Eguitaste Lire of New York in 
its agency bulletin in discussing the 
prevalent custom of hoarding funds 
states that labor or talent in any shape 
or form represents capital. Therefore 
considerable capital in the form of un- 
used talent, it thinks, is being hoarded 
today. Insurance men, it declares, out 
on the firing line are certainly hoarding 


he had prepared the way by contributing 
more to the business than he had taken 
out of it. 

It is a fine reflection of the humanitari- 
anism of life insurance and it should warm 
the hearts of men in the business. 

The general agents who are engaged in 
this gracious undertaking are C. O. 
FiscHer, MASsAcHusETTs Mutuat, C. C. 
Otto, Mutua BENEFIT LIFE, FRED RENCH, 
NATIONAL LIFE OF VERMONT, and Dick 
Ouiver, NEw York LIFE. 


One’s Talent 


some of their potential ability and en- 
ergy. This special talent should be put 
into operation. As the EQuiITaBLE says: 
“Now is the time to give free rein to 
your salesmanship powers. Withholding 
your talent for the return of better 
times is not the way to promote pros- 
perity.” The ideal time for any human 
activity never arrives. 


ee 


PERSONAL SIDE OF BUSINESS 





E. McConney, vice-president and ac- 
tuary of the Bankers Life of Des 
Moines, accompanied by Mrs. McConney 
and their children, sailed from Boston 
May 30 to spend a vacation in the West 
Indies and particularly on the island 
of Barbados, where Mr. McConney 
spent his boyhood. Mr. McConney’s 
father has been in Barbados for the 
past two years and will return with 
him. 

Dr. W. W. Beckett, vice-president and 
medical director of the Pacific Mutual 
Life, has been elected president of the 
Los Angeles Breakfast Club. 


A special program in honor of Presi- 
dent Sylvan B. Phillips of the Union 
Mutual Life and R. E. Irish, who re- 
cently was elected vice-president of that 
company, was given by the Maine Life 
Underwriters Association in Portland. 
Among those present was Governor 
Louis J. Brann of Maine. M. L. Reilly 
is president of the Maine association. 

Governor Brann commended Mr. 
Phillips on his elevation as head of the 
company and paid a tribute to the in- 
stitution of insurance in Maine, which 
he termed the “bulwark of finances for 
the state during the depression years.” 
Had it not been for. insurance, Governor 
Brann declared, Maine would have felt 
the depression and its attendant prob- 
lems much more keenly. 

An “open door” policy of friendly co- 
operation in trying to solve insurance 
problems in Maine was pledged for the 
Union Mutual Life by Mr. Phillips. 

Others who paid tribute to Mr. Phil- 
lips and welcomed Mr. Irish were E. P. 
Langley, manager, Metropolitan Life, 
Lewiston, oldest manager in the state 
in point of service as manager; G. S. EI- 
lis, manager of the Phoenix Mutual, Port- 
land; H. D. Bowles, manager Massachu- 
setts Mutual, Portland; recently of Ban- 
gor; E. C. Tracy, manager, Metropoli- 
tan Life, Bangor; and J. E. Hicks, 
manager, and D. E. Sprague, associate 
manager of the Union Mutual Boston 


office. 

At the head table were W. B. Drum- 
mond, first vice-president; Dr. A. E. 
Awde, medical director; F. A. Hamblen, 
actuary; E. W. Kalor, assistant actuary; 
H. D. Lang, secretary; and A. P. Labbe, 
Van Buren manager, and Ulric Daigle 
and E. E. Dionne of the Van Buren 
agency, all of the Union Mutual; E. C. 
Tracy of Bangor; D. J. Roach, secretary 
of the association; and H. A. Benoit of 
the governor’s staff. 

Heber J. Grant of Salt Lake City, 
founder and president of the Utah 
Home Fire and the Heber J. Grant & 
Co. general agency and also president 
of the Beneficial Life and his wife cele- 
brated their golden wedding anniversary 
May 26. Part of the celebration will 
be a visit, accompanied by some of their 
children, to Pleasant Grove, Utah 
County, the birthplace of Mrs. Grant 
and nearby points frequently visited by 
that lady in her girlhood. 

Mr. Grant is head of the Latter-day 
Saints (or Mormon) church and by all 
the loyal members of that body is re- 
garded as a prophet, seer and revela- 
tor. Although 77 Mr. Grant is as ac- 
tive as a man of 40. He seems to di- 
vide his time about equally between 
business and church. 


In June the Pacific Mutual Life will 
honor Rich J. Mier, vice-president and 
veteran head of the accident department, 
who will celebrate the 53rd anniversary 
of his association with the company 
June 21, and George I. Cochran, presi- 
dent, who will observe his 28th anni- 
versary as chief executive of the Pa- 
cific Mutual June 29. 

While en route to New York recently, 
President George I. Cochran of the Pa- 





cific Mutual Life stopped off a few days 





ey 


in Toronto, where he was the guest of 
honor at a luncheon given by the Metro. 
politan United Church, of which his father 
the late Dr. George Cochran, was the first 
pastor, 1870-1873, and witnessed the 
planting of a tree in the grounds of the 
church in memory of his father. 


H. J. Cummings, vice-president in 
charge of agencies Minnesota Mutual, 
R. C. Lowe, southern agency manager, 
and D. O. Johnson, San Antonio gen- 
eral agent, were hosts to the San An- 
tonio agency force and their wives and 
out-of-the-city agents. 


—_— 


A. A. McFall, vice-president Colum- 
bian National Life, visited in Atlanta 
as the guest of A. C. Newell, general 
agent. Mr. McFall is on his way home 
after a round up of the western agen- 
cies of his company. 

W. T. Grant of Kansas City, Mo, 
president of the Business Men’s As- 
surance, has been elected a director of 
the Kansas City Fire & Marine. 

Mrs. M. G. Closser, for some years 
manager of the accident department of 
the National Casualty in Seattle, is now 
president of the Merit Mutual Life, 
which is in process of organization in 
Los Angeles. 


The engagement of Louis Henry 
Martin, Jr., manager of the Cincinnati 
office of THE NATIONAL UNDERWRITER, 
to Miss Mary Slade Rust of Cincinnati, 
is announced. Mr. Martin is a grad- 
uate of the University of Cincinnati and 
has been associated with THE NATIONAL 
UNDERWRITER since shortly after leaving 
college. He is of the third generation 
of insurance journalists in his family, 
his grandfather having been Dr. H. C. 
Martin of Indianapolis, founder of 
“Rough Notes,” and his father, L. H. 
Martin, manager of “Rough Notes” for 
many years, later in life associated with 
the Globe-Wernicke Co. of Cincinnati. 
His fiancee is a daughter of the late R. 
Fred Rust, for many years secretary of 
the Union Central Life, and is a grand- 
daughter of Bishop Rust, one of the 
early directors of the company. R. S. 
Rust, a cousin of R. F. Rust, is now 
secretary of the Union Central. 

Ted M. Simmons, manager of agen- 
cies Pan-American Life, suffered painful 
injuries and narrowly escaped drowning 
as the result of a boat collision while 
en route to Grand Isle, a fishing resort 
off the Louisiana coast. Mr. Simmons 
was standing on the deck of the boat 
taking his party to the fishing waters 
when a fishing lugger running without 
lights crossed directly ahead. The force 
of the collision, strong enough to sink the 
lugger, threw Mr. Simmons violently 
against the deck rail and into the water, 
breaking two ribs, dislocating a shoul- 
der blade, and causing injury to his 
spine. His injuries resulted in his being 
confined to bed for 10 days as a pre- 
caution against possible after-effects. 


J. H. Edwards of Sedan, former pres!- 
dent of the Kansas Life, has filed for 
the Democratic nomination for insur- 
ance commissioner of Kansas. 


A. V. Monzingo, agency vice-presi- 
dent Volunteer State Life, is visiting 
agencies at San Antonio, Houston, Aus- 
tin and Dallas. 

Representatives of the ordinary de- 
partment of the Prudential in St. Paul 
and Minneapolis held a one-day confer- 
ence in Minneapolis May 25. George 
H. Chace and A. E. N. Gray, assistant 
secretaries, attended from the home of- 
fice. Mr. Gray also addressed a meet 
ing of the Minneapolis Life Under- 
writers. 
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NEWS OF THE COMPANIES 





= 


Promotions by Bankers Life 





lowa Company Announces Some Impor- 
tant Changes Involving Three 
of Its Agency Men 





Superintendent of Agencies O. B. 
Jakman has become director of agen- 
ties of the Bankers Life of Iowa. 
Agency Manager W. F. Winterble_of 
Madison, Wis., goes to the home office 
as superintendent of agents. W. K. Nie- 
mann, assistant agency manager at 
Madison, takes charge of the agency as 
branch office manager. Mr. Jackman 
will be relieved of many of the details 
and routine of his previous work and 
will give his attention chiefly to the 
larger problems of the sales organiza- 
tion. Mr. Jackman joined the Bankers 
Life in 1918 as regional sales manager. 
He became superintendent of agents in 


1928. 

Mr. Winterble, after graduating from 
the University of Minnesota, started with 
the Bankers Life as an agent on May 15, 
1916, at the Minneapolis agency. His 
father, C. H. Winterble is located at 
Primghar, Ia., and is a Bankers Life 
man. His son was appointed agency 
manager on May 1, 1923, at LaCrosse, 
Wis. Later he was placed in charge of 
Madison. 

Mr. Niemann started with the Bank- 
ers Life, Oct. 14, 1925, as an agent. In 
January, 1930, he became supervisor of 
the Madison agency and on June 1, 1931, 
assistant agency manager. 





Examination Report Is Made 
on the Great American Life 





The Texas, Colorado and North Da- 

kota departments have completed an ex- 
amination of the Great American Life 
of San Antonio and gave it a clean bill 
of health, This is its first convention 
examination. The examiners say that 
the company has accumulated assets of 
over $1,100,000 and net surplus of over 
$600,000. They says, “This reflects an 
excellent financial condition and eff- 
cient management. There has been a 
very noticeable decrease in lapses dur- 
ing the past several months. Death 
claims are handled justly and promptly. 
The investments are all of high qual- 
ity and actuarial methods are sound. 
_ The cash income of the Great Amer- 
can Life Underwriters, which holds a 
majority of the Great American Life 
Stock was-$440,461 last year. 





Final Distribution Is Made 


Judge McElvoy at Hartford has or- 
dered the distribution of $127,180 in cash 
in the safety fund of the women’s divi- 
sion of the old Hartford Life. With this 
distribution, operations of the company 
will cease. The million dollar fund of 
the men’s division has been fully dis- 
tributed. There are 119 members in the 
Women’s division who have $139,000 life 
Msurance in force. The legal reserve 
business of the Hartford Life was taken 
a years ago by the Missouri State 
lfe, 





Has Its Biggest Day 


On May 19, a larger volume of busi- 
Ness was received by the Shenandoah 
Life of Roanoke, Va., than has ever 
een received before in one day in the 
history of the company. Production 
during May has been in honor of C. E. 
Vard, vice-president in charge of agen- 
cies. President E. Lee Trinkle and 
Worley Harr, assistant manager of 
agencies, during the month made a tour 
of all the larger agencies to inspire 
Rreater efforts. Paid business for the 
first four months of this year is 38 per- 
cent ahead of last year. 





Church Life in Mail Field 


Organized to Write Episcopal Ministers, 
It Now Offers to Take 
Laymen 








NEW YORK, May 31—The Church 
Life has entered widely into the field 
of mail order soliciting. It was or- 
ganized in 1922 for the purpose of in- 
suring Episcopal ministers on life and 
endowment plans. It is owned by the 
Church Pension Fund. 

Now it is said that the corporation is 
offering to insure members of the Epis- 
copal denomination at greatly reduced 
rates, without agents. The company is 
licensed in New York, but is seeking 
business in other states. Every year 
since 1924 it has paid a 10 percent cash 
dividend on its capital, with the excep- 
tion of 1926, when a cash dividend of 
205 percent was paid. 

It describes its policies as non-par- 
ticipating. However, it promises certain 
“refunds” during years after the first. 
In these refunds is included $5 charged 
each policyholder for the medical fee 
when the application is sent to the home 
office. 

The Church Life is somewhat allied 
with the Church Properties Fire, also of 
New York, which was organized to 
write fire insurance on property owned 
by Episcopal churches. Five men hold 
directorships in both companies. 





Features of Reinsurance Deal 


Additional information is now avail- 
able as to the terms of the contract 
under which the Standard Life of Mis- 
sissippi takes over the defunct Inde- 
pendent Life of Nashville. There is a 
100 percent lien, on which interest is 
6 percent. The lien will be waived in 
event of death before Jan. 1, 1949. All 
death and disability claims outstanding 
on the date of reinsurance will be paid 
in full. So far as the ordinary busi- 
ness is concerned, all assets of the In- 
dependent Life liquidated, and all profits 
arising from the business of the Inde- 
pendent Life, during the next 15 years 
will be used to reduce the lien. So far 
as industrial business is concerned, such 
assets and such profits will reduce the 
lien both during and after the period of 
15 years. Income disability features are 
discontinued. Policyholders may bor- 
row against values up to 50 percent for 
payment of premiums. 





Kley in Kentucky 


Michael Kley, assistant secretary 
Metropolitan Life in charge of welfare 
work, is visiting Kentucky and spoke at 


Lexington, Bowling Green and Coving- 


ton. He discussed the improvement in 
public health and progress in the con- 
servation of life. 





Centarl Life of Illinois Meeting 
President Alfred 


companied by Ben Getzoff of the home 
office agency department. 


Mount Vernon, all general agents. 


Reports Good Loan Record 


ST. LOUIS, May 31.—J. C. Behan, 


vice-president Massachusetts 


Life, while here, 


second 
Mutual 


such obligations in 1934 show a marked 
improvement. Repayments in the first 


four months of 1934 were 53 percent of 


those made in all of 1933. Loans in April, 
1934, were the lowest for any month 


MacArthur of the 
Central Life of Chicago held a meeting 
of general agents at Cleveland, being ac- 


There were 
present Eugene Bruell, Cleveland gen- 
eral agent; R. D. Ash, Canton; H. C. 
Makarius, Dayton, and F. L. Sparks, 


for a_ brief 
visit, stated that the 1934 business of 
his company indicates a decided upward 
trend in financial and commercial ac- 
tivities. Policy loans and repayment of 





Old Line 
Legal Reserve 


Organized 
1899 


pres 
og 


IT HAS STOOD THE TEST 


@ The last four years have been a testing period for 
business as well as men. Where there has been 
strength, this test has stamped those institutions and 
men as unexcelled in their respective fields. 


DURING THE PAST FOUR YEARS 


the Federal has paid all just claims promptly and in 
full AND AT THE SAME TIME has increased its 


assets 
15% 


‘“‘It Is Easy to Grow with a Growing Company’’ 


@ The Federal plans to open 10 new agencies in 


Illinois Indiana Iowa 


Ohio 


Missouri 


If you are the man to develop one of these agencies, 
write us. 
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Isaac Miller Hamilton, President 


CHICAGO 
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An Excellent Program 
For a Young Man 


Without overtaxing his current income 
a young man may provide a monthly in- 
come for the support of his family until 
the children are grown up and thereafter 
a smaller life income for his wife. 


The Connecticut General Family In- 
come Trust Agreement is issued with all 


permanent forms of life insurance. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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THE RESULTS— 


Pacific Mutual production figures, for the first quarter of 1934 as 
compared to the first quarter of 1933, show gratifying increases, 
as follows: 


Life Department—Volume of 


Ce Torrens 46%, 
Life Department—Volume of New 

tI 6 oii inky 5 nially OR ves Se a 51% 
Nen-Cancellable Income Insurance— 

Volume of New Premiums Paid.................... 49%, 
Accident Department (Commercial Division}— 

Volume of New Premiums Paid.................... 29% 


THE REASON— 


Pacific Mutual facilities are ready and qualified to participate in 
the full benefits of national economic recovery. For instance: 


“THERE'S A PLAN THAT FITS" 

Participating and Non-participating 
Standard Life and Endowment Policies 
Guaranteed-rate, Minimum-cost Policies 
Retirement Income with Immediate Insurance 
Retirement Annuities and Life Annuities 
Family Income Protection 
Sub-standard Insurance 
“B-way" Life Insurance (Accident, Sickness, Accidental Loss 

of Sight or Limb, Old Age and Death) 
Non-Cancellable Disability Income Protection 
Modern Accident Insurance for Men and Women 
Medical Expense Reimbursement Plans 


Founded 1868 


acitic Mutual Lite 


/nsurance Company srauran 


GEORGE 1.COCHRAN, presioent 
Home Office 


Los Angeles, California 


Assets 
Over $198,000,000 

















Accident & Health 
Insurance for men and 
women — Always a 
reliable source of in- 
come to the Field 
man. 


ICA 


Special Service to 
the Field men an 
every day practice. 


TOL 


The increasing de- 
mand for Juvenile In- 
surance cannot be 
overlooked. We in- 
sure from birth. 


Retirement Income. 
Life and Endowment 
Annuities at 50, 55, 
60 and 65. 


>A—-mrmro- 


The Old Line Life Insurance Co. of America 


Milwaukee Wisconsin 


since February, 1929, and repayments 
the greatest in history of the company. 





Ecker Visits Baltimore 
BALTIMORE, May 31.—The depres- 
sion made people “insurance conscious,” 
according to F. H. Ecker, president 
Metropolitan Life who attended a series 


of conferences here with field workers 
from Maryland and Delaware. 


Lucian Jones Is Promoted 


Lucian Jones, field supervisor jn 
southwest Texas for the Amicable Life 
has been promoted to agency manager 
and will retain his office in San Ap. 
tonio. 
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LIFE AGENCY CHANGES 





Mutual Trust Appoints Two 





A. A. Westergard B General 


ey, 


Back in Old Post | 











Agent in Omaha and L. S. Dun- 
ford Heads Detroit Office 





Two new general agents have been 
appointed by the Mutual Trust Life: 
A. A. Westergard in Omaha and L. S. 
Dunford in Detroit. Mr. Westergard 
has been city commissioner in Omaha 
for two terms. He has been in the 
general insurance business for over ten 
years and has written a substantial vol- 
ume of life insurance. 

Mr. Dunford was one of the leading 
producers of the Prudential in Detroit. 
He was also general agent for the Pa- 
cific Mutual for a year and a half. The 
agency under Mr. Dunford is making a 
splendid production record. 


W. G. Hunter Promoted 


W. G. Hunter, Salt Lake City, gen- 
eral agent of the Kansas City Life for 
many years past, has been promoted to 
general agent for northern California 
with headquarters in San Francisco. 

Mr. Hunter will continue to have 
charge of the Salt Lake City division, 
which from now on will be under the 
immediate management of his son, W. 
S. Hunter, and P. W. Sellwood. 


Gould Returns to Oregon 


J. McKee Gould, San Antonio agency 
manager California-Western States Life, 
has resigned to become Oregon state 
agency manager for the American Na- 
tional Life of Galveston. Mr. Gould 
spent seven years in Oregon in agency 
work before going to Texas. 





R. G. Gregory 


R. G. Gregory has been appointed 
agency supervisor by Redfield & 
McGurk, Chicago managers for the 
United Benefit Life of Omaha. He has 
had 12 years’ life insurance experience, 
connected with the Aetna Life in Pitts- 
burgh and New York City and with the 
Equitable Life of Iowa in Buffalo. Mr. 
Gregory is a graduate of Carnegie Insti- 
tute of Technology and was an instruc- 
tor in the life insurance course there. 


R. Homa Houchin 


R. Homa Houchin, of Huntington, 
manager Jefferson Standard Life since 
1924, has been named general agent in 
West Virginia for the Connecticut Mu- 
tual Life. He has been prominently 
identified with civic affairs, having 
served as president of the Huntington 
Life Underwriters Association. 

With the appointment of Mr. Houchin 
the Connecticut Mutual plans a more in- 
tensive development of that territory. 
After July 2 he will have his offices in 
the First Huntington National Bank 
building. 








Roy E. Brooks 


Roy E. Brooks becomes general agent 
of the Northwestern National Life at 
Princeton, Ill. He was formerly a 
Methodist minister and started in life 
insurance eight years ago as an agent. 
He has become a successful personal 
producer. Recently he has been district 
agent of the Northwestern Mutual. 


S. C. Woodard 














S. C. Woodard of Chicago, who it was 





——! 





E. B. STINDE 
E. B. Stinde, million dollar producer, 


who has rejoined the Northwestern 
Mutual Life as special agent with the C. 
H. Poindexter general agency in St. 
Louis, prior to opening an independent 
office in 1928, had long been an outstand- 
ried leader in the Northwestern. agency 
orce. 








Massachusetts Mutual Life in Chicago, 
did not consummate arrangements with 
that company and has taken the New 
England Mutual Life, operating under 
the name of the S. C. Woodard Or- 
ganization. His business will clear 
through the E. C. Fowler general 
agency. Mr. Woodard was formerly Chi- 
cago manager of the National Life of 
Vermont and later the Home Life. 





Life Agency Notes 

J. M. Rishoi has been appointed gen- 
eral agent at Brookings, S. D., by Old 
Line Life of Milwaukee. He was for- 
merly with the National Life of Des 
Moines. 

H. P. Reynolds has been appointed 
general agent at Pomona, Cal., by the 
Occidental Life of California. For 26 
years Mr. Reynolds was principal of the 
high school at Pomona. He represented 
an eastern company for 17 years. His 
son and daughter are associated with 
him in the Reynolds Insurance Agency, 
134 West Third street. 


Wins Nomination in Oregon 


J. E. Dunne, general agent Lincoln 
National Life, Portland, Ore., has won 
the Republican nomination for governor 
in his state with a big lead over all 
other candidates in the primary. Mr. 
Dunne has always been active in Ore- 
gon politics. 

He has been a resident of Portland 
for more than 30 years. He built up and 
organized the Oregon State Motor As- 
sociation. Five years ago he entered 
life insurance through a fraternal and 
two years ago dropped his general in- 
surance line to become full time general 
agent of the Lincoln National. He has 
served as state senator and has _ held 





announced had opened a branch of the 


many other political appointments also. 
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~ As SEEN FROM CHICAGO 
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HOBART & OATES MEETING 


Ww. R. Chapman, assistant director of 
agencies in charge of sales promotion 
of the Northwestern Mutual, Milwau- 
kee, attended an agency meeting of the 
Hobart & Oates general agency in Chi- 
cago. He explained sales promotion 
and advertising plans including display 
of various campaigns and materials pre- 
pared by the department the last six 
months and also some more recently 
prepared to coordinate with the national 
advertising program which was started 
this month. Walther Buchen, of the 
Buchen Co. agency, and Philip Sher- 
man also took part in presentation of 
the advertising and sales promotion 
plans. 

< + < 
PLACE SECOND IN CONTEST 


Ranking second in a six weeks’ con- 
test in the middle-west division of the 
Connecticut Mutual Life, the William- 
son & Wellbeloved general agency in 
Chicago wrote $956,000 ‘business, repre- 
senting 172 applications, only four of 
which were rejected. The agency was 
222 percent over its quota and 60 per- 
cent ahead of last year. 

ce a Se 
McCARTHY NAMED BY LAMB 

T. E. McCarthy, who was associated 
with E. E. Lamb for six years when the 
latter was manager in Chicago for the 
National Life of U.S.A., and has had 
a successful production record, has been 
appointed district manager under Mr. 
Lamb, who now is Chicago general 
agent Columbian National Life. Mr. Mc- 
Carthy, will continue more or less as 
assistant to Mr. Lamb, operating from 
the Chicago office. Mr. McCarthy has 
increased his paid production in each 
of the last six years and quickly attained 
and continued on the honor roll of the 





Northwestern National Life when he 
went along with Mr. Lamb, who be- 
came general agent in Chicago. 

+ 8 


VALUING TRUST BUSINESS 


“The Evaluation of New Trust Busi- 
ness” is the title of a new volume by 
Samuel Witting, trust officer of the 
Continental-Illinois National Bank & 
Trust Co. of Chicago. The book pro- 
vides trust companies with a method of 
appraising the value of their expected 
profits from existing trust business and 
of new items of business obtained. Ac- 
tuarial principles were employed in 
making the calculations, H. R. Corbett, 
consulting actuary of Chicago, being 
employed for that work. 








Accident-Health 
Field News 




















Cleveland Program Complete 





Five Set Addresses, Three Round Table 
Discussions for Managers’ Conven- 
tion There June 7-9 





The completed program for the man- 
agers’ convention to be held in Cleve- 
land June 7-9 under the auspices of the 
National Association of Accident & 
Health Managers includes five set ad- 
dresses and three round table discus- 
sions, with several changes from the 


tentative schedule published several 
weeks ago. ’ 
The speakers listed are: Paul H. 


Aetna Life, “Eliminating the 


Rogers, , 
from Underwriting;’ C. M. 


Bugs 

















AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


Remarkable opportunities for Managers and Pro- 
ducers in Illinois, Indiana, Michigan, Ohio, 
Missouri, Kansas, Oklahoma and Texas 

















Broeckel, Retail Credit Company, De- 
troit, “Inspection Influence;”’ William 
Dignon, W. E. Lord Company, Cincin- 
nati, “The New Deal—for General 
Agents, Managers and _ Producers;” 
Harold R. Gordon, executive secretary 
Health & Accident Underwriters Con- 
ference, “What the Public Should Know 
About Accident & Health Insurance;” 
J. M. Gantz, general agent Pacific Mu- 
tual Life, Cincinnati, “How to Develop 
and Stimulate Accident Production.” 

The round table leaders and topics 
will be: E. H. Mueller, general agent 
Pacific Mutual Life, Milwaukee, “Pro- 
duction and Its Incentive;’ C. W. EI- 
ton, president Harry G. Clarke Com- 
pany, Pittsburgh, “Recruiting and 
Training Producers;’” W. E. Lord, gen- 
eral agent Continental Casualty, Cin- 
cinnati, “Making Sales Methods Click.” 

A big stag party which is scheduled 
for Thursday evening will be the main 
entertainment feature. Golf and other 
sports will be arranged for Saturday 
afternoon. 

Several men have been prominently 
mentioned for the presidency of the Na- 
tional Association for next year, includ- 
ing Mr. Mead, Armand Sommer, Conti- 
nental Casualty, Chicago; Charles H. 
Davis, Pacific Mutual, Chicago, and W. 
E. Lebby, Massachusetts Indemnity, Los 
Angeles. 


Paschall-Gist Agency’s Record 

The Paschall-Gist Company of Los 
Angeles, general agent of the accident 
and health department of the Pacific 
Mutual Life made an unusual record in 
premiums collected last year. Operat- 
ing only in southern California, its ac- 
cident and health premium volume of 
$523,871 was exceeded by only three 
companies reporting accident and health 
business for the entire state. It fur- 
nished nearly half the accident and 
health premiums reported for California 
by the Pacific Mutual, which was the 
leader in that state. 


Goes With Massachusetts Indemnity 

Donald C. Thomas, who has been 
with the Connecticut Mutual Life in 
Fort Wayne, Ind., for several years, has 
been named supervisor and_ general 
agent there for the Massachusetts In- 
demnity. 


Missouri Deartment Wins 
Continental Life Control 





(CONTINUED FROM PAGE 4) 


without fixing the total of such impair- 
ment, in failing to give the company 
opportunity to make good any impair- 
ment and further that Superintendent 
O’Malley by own admissions did not 
believe the company insolvent at the 
time of filing the suit and that therefore 
the circuit court had not jurisdiction in 
the proceedings. It also questioned the 
court’s findings in regards to the value 
of the company’s real estate, bonds and 
deposits in closed banks. 

Right to appeal was granted by the 
Missouri supreme court this week on 
petition of Ed. Mays, president, as agent 
for the company. ; 

Although Judge Ryan did not order 
the company dissolved his ruling has 
placed control of its affairs in the hands 
of Superintendent O’Malley. It is un- 
derstood that Mr. O’Malley would re- 
main in control pending the outcome of 
an appeal to the Missouri supreme 
court. Counsel will probably take an 
appeal. Superintendent O’Malley at- 
tending the commissioners meeting 
in Chicago this week stated he had not 
determined the course he would pursue 
with the company. 


Rejects Congress Nomination 

W. H. Jurgensen, president Western 
Union Life, has filed with the secretary 
of state his refusal of a nomination for 
congress in the Nebraska Democratic 
primary tendered in the form of peti- 
tions. Mr. Jurgensen will run again for 
lieutenant-governor, a position he now 
holds. 





Salary 
Continuation 


Plan 


SALES KIT 


Contains the necessary 
set of tools to equip you 
to make a complete, or- 
ganized, interest-awak- 
ening and action-arous- 
ing sales presentation 
on one of today’s most 
universal and important 
NEEDS for Life In- 


surance. 


Yet it is so simple that 
you can master the en- 
tire presentation in ten 


minutes. 


“Sales” and 


Builder. 


Another 
“Good Will” 


“Ask Any Berkshire Agent” 


BERKSHIRE 


LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASS. 


FRED H. RHODES, President 
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The Criterion 


T HE true measure of progress 

in an institution is perform- 
ance—not for the day only—but 
over the years. This progressive, 
time-tried Company is in its fortieth 
year of consistent, conservative, 
steady performance. It has paid 
over $93,000,000 in benefits 
to policyholders and their 


beneficiaries . ‘ . ‘ 


THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 


FORTIETH YEAR 























New Dual Income Policy 


Another sharp tool for Fidelity selling kits. 
Combines in one contract its famous “Income for 
Life” plan and the well-known Family Income plan 
to provide coverage of the broadest appeal. 


Issued with Disability 


May be issued with disability income of $10.00 
per month for each unit of “Income for Life” 
provided. With “Income for Life,” Family Income 
and the “Dual Income” policies, in addition to its 
popular Bridge-Builder and Fortifier plans, Fidel- 
ity agents can successfully meet the modern trend 
of insurance buying. 


Send for booklet, “The Company Back of the 
Contract” 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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NEWS OF LIFE ASSOCIATIONS 





Illinois Association Growing 





Report Gain of 300 Members at Decatur 


Meeting, Sales Congress—Axel- 
son New President 





C. F. Axelson, Northwestern Mutual 


in Chicago and past president Chicago 
Association of Life Underwriters, was 
elected president of the Illinois associa- 
tion at the annual meeting and sales 
congress in Decatur, Ill. Other new 
officers are: First vice-president, T. M. 
McClenahan, Bankers Life of Iowa, 
Elgin; second vice-president, T. J. Mur- 
phy, Quincy; secretary-treasurer, C. R. 
Light, New York Life, Decatur, re- 
elected. 

The executive committee, with retir- 
ing President J. H. Wilson presiding, 
met the evening before with the presi- 
dents and officers of all the state asso- 
ciations. State association membership 
has increased over 300 to nearly 1,400, 
it was reported. Three new associa- 
tions were formed in the year, Rock Is- 
land, Rockford and Joliet. Recodifica- 
tion of Illinois insurance laws, includ- 
ing the aviation rider and garnishee bill, 
was reported on and a vote of thanks 
extended Insurance Director Palmer for 
his cooperation. 


Directorate Is Increased 


Due to growth of the state associa- 
tion it was found necessary to have four 
additional directors. The nominating 
committee consisted of presidents of lo- 
cal associations with President Dun- 
ning, Decatur association, in the chair. 
There were 545 agents in attendance, 
including 250 agents of the Metropolitan 
from downstate Illinois. 

Mr. Wilson presided at the morning 
session of the sales congress. Director 
Palmer spoke, expressing hope that no 
more receiverships will occur in IIli- 
nois. He told of definite plans for law 
recodification. Bloomington was 
awarded the gong for the largest per- 
centage attendance at the meeting. 


Tells of Chicage Discovery 


R. H. Du Flon, superintendent west- 
ern division Metropolitan, spoke on 
“Objectives of Ideal Life Underwrit- 
ing,’ emphasizing income plans. He 
said a checkup recently in Chicago 
showed that less than 5 percent of wives 
called on knew anything of income 
plans. Their husbands, if approached 
by life agents, evidently said they had 
enough life insurance, and did not take 
home any explanation of the methods of 
providing a life income. Mr. Du Flon 
urged that agents make every effort to 
take wives of prospects into their con- 
fidence and discuss income plans, as 
well as life insurance. Few insurance 
buyers today realize how small a pre- 
mium is required to make necessary 
provision for dependent old age, he 
said. 

Vivian Anderson Speaks 


C. Vivian Anderson, president Na- 
tional Association of Life Underwriters, 
gave his well known talk on wills. He 
said to gain a man’s attention he lays 
a 3 by 5 card on the man’s desk and 
starts to draw either a picture or chart. 
From age 35 to 50 a man’s income in- 
creases, he said, whereas his wife if 
thrown out in the business world 
would have decreased earning power. 
The man’s income earnings decrease 
from 55 to 96. Therefore, a man has 
to make proper provision for an in- 
come for his family .and himself, as 
well as for life insurance. Mr. Ander- 
son said he never has written an appli- 
cation without getting either cash, check 
or note. 

Rockford and Quincy associations ex- 
tended invitations for the 1935 state 
meeting and sales congress. 

R. L. Davis, president Chicago as- 























sociation, and Walt Tower, managing 








es, 


director, a member of the state asso. 

ciation executive committee, were jp 

attendance. President-elect Axelson took 

over the chair in the afternoon session, 
ie he ok 


Hull in South Carolina 


R. B. Hull, manager National Asso. 
ciation of Life Underwriters, appeared 
before the Greenville, S. C., association 
at a breakfast meeting Friday of last 
week and before the Columbia, S. C., as. 
sociation at a luncheon that day. 


Northern New Jersey—The annua] 
meeting will be held June 11. An inten. 
sive drive is being made for new mem- 
bers, and it is hoped that the total wil] 
be close to 250 at the end of the associa- 
tion year. 

* * * 

Dallas, Tex.—The association has 
launched an advertising campaign to pre- 
sent the purposes of the organization 
and educate the public to the benefits 
of adequate legal reserve life insurance, 
The first of the series will carry the 
names of the individual members of the 
Dallas association and the companies 
represented. 

* * * 

South Bend, Ind.—More than 150 at- 
tended the spring sales conference. The 
chief address was by Paul Speicher, In- 
dianapolis, on “The Logic of Life Insur- 
ance.” 

H. L. Rogers, agency manager Equi- 
table of New York, Indianapolis, and 
president of the state association, re- 
ported that local associations would be 
perfected at Anderson and Muncie in 
the next two weeks, bringing the num- 
ber of local associations to 10. F. B, 
Huston of Indianapolis, secretary of the 
state association, also was present. T. 
M. Ryan, manager Sun Life, presided. 

* *K 

Youngstown, 0.—A sales congress will 
be held June 2. Speakers and their 
topics are: C. Vivian Anderson, Cincin- 
nati, president National association, 
“Have You Made Your Will?” J. P. White, 
Metropolitan, Sandusky, “Personal Effi- 
ciency and Planning;” Irving Bendiner, 
New York Life, Philadelphia, “Business 
Insurance;” C. C. Doyle, president Co- 
lumbus association, “Prospecting; Hol- 
gar J. Johnson, Penn Mutual, Pittsburgh, 
“Technique of the Interview,” and Ted 
Stevenson, Equitable Life of New York, 
Pittsburgh, “Annuities.” 


* *K * 
St. Paul—Frank McNally, Minneapolis 
manager Massachusetts Mutual Life, 


spoke on “New Selling Ideas Under the 
New Deal.” 
*x* *K * 

Champaign County, Ill—At the an- 
nual meeting in Champaign the follow- 
ing officers were elected: President, R. 
P. Stieglitz, New York Life; vice-presi- 
dent, Mrs. Hattie N. Peterson, Equitable 
Life of New York; secretary-treasurer, 
N. P. Blanchard, Security Mutual Life 
of Binghamton, N. Y.; board members, 
H. D. Short, Federal Reserve Life, and 
Miss Martha E. Green, Massachusetts 
Mutual; national committeeman, C. 
DeLong, Home Life. 

The membership at this time is slightly 
larger than last year and there is a pos- 
sibility with the improvement of the life 
insurance business throughout this part 
of the state that even a greater mem- 
bership will be attained by the time of 
the first fall meeting. 

* 

Hartford — Members of the Hartford 
association on June 20 will be luncheon 
and golf guests at the Rockledge Coun- 
try Club, paying only one-third of the 
cost, and the association making up the 
difference. R. B. Hull, managing direc- 
tor National association, will speak. 

* Ok Ox = 

Northeast Missouri—Life men residing 
in Hannibal, Mo., and surrounding ter- 
ritory, have organized northeastern Mis- 


souri. J. G. Callahan of St. Louis, na- 
tional committeeman and secretary of 
the Missouri association, assisted on 


group in the organization plans. 
cers elected were, President, Ben Mor 
ton, Metropolitan Life; vice-president, 
Roger Rhodes, Equitable Life of New 
York; secretary-treasurer, Bud Walker, 
Northwestern Mutual. The group held 
its first official meeting May 25 with 
some 40 members in attendance. A num- 
ber of the leading citizens of the Cone 
munity attended and the meeting was 
addressed by C. O. Fischer, general agent 
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in St. Louis for the Massachusetts Mu- 
tual and immediate past president of the 
Missouri association, on “Today’s Sales- 
man.” 





ae tee 
Minneapolis—More than 1,000 attended 
the meeting Saturday at which A. E. N. 
gray, assistant secretary Prudential, was 
the principal speaker. He pointed to 
life insurance as a great boon to Ameri- 
ean citizens the last four years. 

Arkansas—O. S. Cummings, Dallas, 
fourth vice-president National associa- 
tion, and J. J. Harrison, Arkansas man- 
ager Union Central Life, spoke at the 
annual meeting at Texarkana. H. D. 
Garty, Pine Bluff, was elected president 
to succeed James Case, Texarkana. R. 
M. Williams, Little Rock, was chosen 
yice-president, and Mrs. Mary Nolan, 
pine Bluff, secretary-treasurer. 

eke ee 

Jackson, Mich.—Plans are being made 
for entertainment of the annual conven- 


tion of the Michigan association here 
Jate in the fall. 

* * * 
Kansas City—C. V. Anderson, presi- 
dent National association, talked on 
“Have You Made Your Will?” at the May 
meeting. Wiley Pendleton, president 
Kansas City association, presided. 

e* + *& 
Memphis—R. P. Thierbach, assistant 


director of agencies of the Northwestern 
Mutual Life, spoke. The annual election 
will be held at the June meeting. 

* * 

San Franciseco—A meeting will be held 
June 5 to nominate officers under the 
recently adopted constitution and by- 
laws. Officers to be nominated are presi- 
dent, treasurer and three vice-presidents, 
one representing each of the three sec- 
tions of the association created under the 
new constitution. P. G. Young, manager 
of Metropolitan Life, present president 
of the association, and other officers 
elected last December, will retire June 
30 under the new constitution, which 
starts the association year July 1. 

* *k * 

Denver—Dr. G. B. Van Arsdall, senior 
feld instructor Equitable of New York, 
was principal speaker at a _ breakfast 
here held by the Colorado association. 

ae ee 

Lincoln, Neb.—G. F. Ream, assistant 
superintendent of agencies Mutual Bene- 
fit, said in the May meeting that the 15 
continuous months he has spent in the 
feld have taught him that life agents 
should turn their backs on conditions 





about which nothing can be done and 
attend to things about which they can 
do something. It is useless to mourn a 
market that has shrunken because men 
have less property that they feel an in- 
centive to make secure, because jobs are 
fewer and because of uncertainties of 
business and government trends. The 
policy peddler who takes orders by 
showing samples and submitting mathe- 
matical formula is definitely out; he has 
been starved out. The successful agent 
today diagnoses cases and prescribes 
remedies. 
* +. + 

Birmingham, Ala.—W. W. Klingman, 
vice-president Equitable Life of New 
York, spoke at a called meeting Satur- 
day. About 350 agents attended, includ- 
ing the entire Alabama agency force of 
the Equitable. Mr. Klingman addressed 
the Mississippi agents of the Equitable 
at a meeting in Jackson last week. 

* * * 

New Orleans—O. Sam Cummings, Dal- 
las, fourth vice-president National as- 
sociation, said: “The best prospects for 
life insurance under’ present conditions 
of depression are employers and em- 
ployes benefiting from the NRA. The 
next best prospects are people with 
money to invest and then former policy- 
holders.” 

William Monroe, membership chair- 
man, reported that the New Orleans 
association is leading all cities in the 
United States in membership increase, 
with an increase of 513 percent since the 
last meeting of the National association. 
V. T. Motschenbacher presided. 

* * * 

Omaha—Following an address to Ne- 
braska agents of the Mutual Benefit 
Life, G. F. Ream, assistant superintend- 
ent of agencies of that company, spoke 
to one of the largest meetings of the 
Omaha association in months. He said 
present day conditions demand of agents 
new methods, new programs of work and 
new forms of appeal. Depressions come 
and go, but all the time the march of 
mortality toward the grave continues 
and all the time there exist the old 
dreams and desires and needs of men as 
expressed in ways to preserve their 
loved ones from fortune’s outrages. 
Men are sadly bewildered by today’s 
happenings, and the two greatest forms 
of sales resistance are “I have no 
money” and “I want to wait and see 
what happens.” Selling life insurance 
today is no easy job, but it can be done 
by men of capacity, men with programs 
of work, men with vision and men who 
recognize the evolutionary character of 
changes in the field of selling. 








NEWS OF THE FRATERNALS 





Report on Woodmen Circle 


Examiners of Six States Find Books 
Correct, Receipts Accounted for— 
Figures on Bonds 








Examiners for Oklahoma, Nebraska, 
lowa, Indiana, Kansas and Tennessee 
report on their audit of the Supreme 
Forest of Woodmen Circle, Omaha, that 
all receipts were accounted for and no 
regularities found in the books. The 
Circle operates in 43 states. The exam- 
ners found the society owns bonds of 
book value $26,261,243, par value $25,- 
124,076 and market value $19,488,792. On 
these interest due or accrued amounts to 
$1,618,436, 

Bonds upon which no principal or in- 
terest is in default have a book value 
$11,432,280, while $5,624,899 have de- 
faults of 14 months or less and $9,- 
204,062, in default more than 14 months. 
The examiners deduct as non-admitted 
assets $1,220,945 interest due on bonds 
‘or more than 14 months and $4,066,000 
difference between book and market 
Value of these bonds, as compared with 
the deduction of $3,760,890 made by the 
Society for 1933. Most of the defaults are 
fe municipal and school district bonds, 
rely in Florida, North Carolina and 

s. 
reexchanges and refunding operations 
sulted in advantage to the society, and 
dat. of bonds acquired showed 
arked improvement. A plan of action 
Pe also been instituted to avoid the 
Tor of allocating excessive amount of 





investments in certain states and classes 
of securities where the greater portion 
of defaults and ultimate losses have been 
sustained, and also to minimize existing 
losses by refunding. The society has 
$3,821,247 reserve for investment and 
mortality fluctuation. 

Insurance in force decreased from 
$128,000,000 Dec. 31, 1930, to $99,000,- 
000 in the adult department Dec. 31, 
1933, and in the juvenile department 
from $8,801,000 to $7,227,720. During 
the same period, number of adult cer- 
tificates in force decreased from 130,132 
to 103,576 and juvenile from 34,628 to 
26,136. 


Greer to Address Congress 


The Alabama Fraternal Congress, 
representing all legal reserve fraternals 
operating in the state, will hold its 
annual convention in Birmingham June 
2. H. Longshore, general manager Pre- 
ferred Life Assurance Society, Mont- 
gomery, is president. Among the speak- 
ers will be Superintendent C. C. Greer 
of Alabama. 


Bewildering Situation as to 
Constitutionality Existing 


(CONTINUED FROM PAGE 3) 


Kansas, and by analogy in other states, 
the same result follows wrongful ac- 
quisition of the funds although no fiduci- 
ary relation exists. 

W. G. Beardslee, director department 
of justice, division of insurance litiga- 
tion, bespoke cooperation of companies 





in exchange of information with regard 
to claims. He stated that a bill had 
been prepared for introduction in Con- 
gress this week to permit the use of 
government records by companies in liti- 
gated cases. 


Defense of Insurance Cases 


Attorney W. C. Michaels of Kansas 
City presented a paper on “The Defense 
of Life Insurance Cases.” He offered 
some suggestions on how the home of- 
fice general counsel could help to make 
the work of the trial lawyer more ef- 
fective. Care should be exercised that 
all of the papers in connection with a 
suit are forwarded. 

One of the most serious problems 
confronting trial counsel is how to get 
in evidence consultations with physicians 
where there is no waiver of privilege in 
the application. He urged that waiver 
be included in application for insurance 
in states where it is permitted. 


Would Standardize Proofs 


Proofs of death should be standard- 
ized, he said. These should contain 
such stipulations that they would have 
to be admitted in evidence, regardless 
of who procured them or furnished them 
to the company. He also advocated a 
standard form of application and he sug- 









gested that the agent’s and medical ex-, 
aminers’ recommendations be contained 
in separate forms rather than as en- 
dorsements on the application. 

Insurance litigation in the last ten 
years, he said, has increased greatly. 
Many cases arise out in the “sticks,” 
where the general counsel has little 
choice in selection of local counsel. The 
small town lawyer often misses the real 
point and frequently does not get much 
help from the head office. 


Other Papers Introduced 


A paper on Wisconsin insurance law 
by L. A. Olwell, general counsel Old 
Line Life of America, Milwaukee, was 
presented. Mr. Olwell could not at- 
tend. T. J. Tyne, Jr., assistant gen- 
eral counsel National Life & Accident, 
read a paper on anticipatory breach. B. 
M. Anderson, attorney Connecticut 
General, was elected a member. 

The final paper, by John Izard, asso- 
ciate counsel Connecticut General, was 
on “The Policy as an Element in Pub- 
lic Relations.” 

J. F. Handy, associate counsel Massa- 
chusetts Mutual, reported for the com- 


mittee on uniform assignment blanks, 


the committee being continued to report 
at the next meeting. J. H. Conwell, 
Philadelphia, reported as chairman of 
the committee on federal jurisdiction. 





The Case of 
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Doctor “_ 


lt was March 24, 1933 . . . the Bank Moratorium had just been 
lifted . . . A Midland Mutual Life representative called upon 
Doctor "X" who was interested in a contract for retirement at age 65. 


The Doctor purchased a $17,250 Endowment and made 4 quarterly 
payments of $263.58 each . . a total of $1054.32. 


Less than eleven months after, Doctor "X" died. Immediately upon 
receipt of proof of his death the Midland Mutual Life Insurance 
Company mailed his widow a check for $87.63. She will receive a 


like amount each month as long as she lives. 


Her age is 46... 


Assuming that she lives to age 76—she will have received 360 pay- 
ments of $87.63 per month or a total of $31,546.80 plus excess 


interest for the first 120 months. 


Just another actual case from the files, illustrating the vital service 
that every life insurance representative can render to humanity. 


THE MIDLAND MUTUAL LIFE 
INSURANCE CO. 


COLUMBUS, OHIO 
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NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Rate Books, etc. Supplementing 1 
Digest” and “Little Gem,” Published Annually in May and March respectively. 
PRICE, $5.00 and $2.00 respectively. 


Policy Literature, 


the “Unique Manual- 





New York Life in Restriction 





Refuses to Issue Single Premium Annui- 
ties or Life Policies on Appli- 
‘cation by Brokers 





Due to the fact that the New York 
Life does not desire to go out of its 
way to secure single premium annul- 
ties or life policies, the field force has 
been notified not to submit directly or 
indirectly any more applications for such 
contracts from brokers, whether surplus 
business or not. The announcement 
went out over the signatures of Vice- 





presidents L. Seton Lindsay and Ar- 
thur Hunter. 

The executive committee also has 
ruled that single premium annuities, 
whether immediate or retirement, will 
not be for a consideration in excess of 
$100,000 in any calendar year. The 
maximum on single premium retirement 
annuities non-accumulative, has been 
$100,000 and accumulative $50,000, the 
latter limit to remain in the combina- 
tion of a single premium life policy and 
single premium annuity which is issued 
up to age 80, and where the combined 
consideration is $1,060 per $1,000 of in- 
surance, the maximum will be $106,000. 

Attention is called to the following 
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Colonel C. President 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 


The Home Office comes to the Agent! 


This Company feels a deep and constant interest in the welfare of the 
agent in the field. That’s why a corps of Home Office executives, 
including Col. Talbot, frequently visits our agents in their home 
territories and holds sales meetings. 


Often President Seay and First Vice-President Linz attend these 


This is just one of the attractive features of the Southland Life agency 
proposition. If you are interested, write to Clarence E. Linz, 1st Vice- 
President, or to Col. Wm. E. Talbot, Vice-President and Agency 


Southland Life Insurance Company 
HARRY L. SEAY, President 
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MIDWEST TERRITORY 
FOR GENERAL AGENT 


We have a few openings in solid productive IOWA— 
MINNESOTA — NEBRASKA territories. 
tunity for you to make a lifetime connection with a 
strong, old line mutual company that is big enough for 
strength and stability, and small enough for personal, 
friendly cooperation and interested assistance. 


Assets over $4,000,000.00—Net policy reserves over $3,600,000.00. 


ee" Sodar Rapids Wite 


INSURANCE COMPANY 
CEDAR RAPIDS, IOWA 


MN HN 


DALLAS, TEXAS 
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An oppor- 


Write. 


B. Robbins, 














Wanted: Managerial Material 
BUFFALO MUTUAL LIFE INSURANCE COMPANY 


for the States of New York and Ohio 


Men who would make good local and district managers in various territories in New 
York and Ohio are wanted by this 62 year old company... to start s agents. Write in 
confidence with details of experience to E. Parker Waggoner, Supt. of Agents, Buffalo. 
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BUFFALO. NM 


participating and non-participating poli- 
cies. 


the 
while the reserves are calculated on the 
American (5) 3 percent table. 
participating policies the premiums are 
based on the American (5) 4 percent 
table and reserves and cash values are 
based on the American (5) 3% percent 
table. 
exceeding $25 per $1,000 on participating 
contracts. 
company to maintain total reserves on 
the participating business at least equal 
to those produced 
3 percent valuation. 
has no definite limits, although more 
than $100,000 participating and $75,000 
non-participating is reinsured. 
miums on the principal policies per 
$1,000 are given below, 
dividends: 


20 30 20 

Age one ss ay Year ie a “~ 
15 11.72 19.03 14.75 40.55 24.13 13.60 
20 13.06 20.58 16.03 40.78 24.45 15.58 
25 14.75 22.42 17.60 41.00 24.90 18.25 
30 16.93 24.67 19.57 41.29 25.64 21.90 
35... 20.01 27.78 22.38 42.03 27.08 27.08 
40... 24.18 31.79 26.17 43.44 29.38 34.56 
45 29.74 36.93 31.26 45.95 33.14 45.95 
50... Steld Be0 .ocs SERS ons 64.52 
55 47.08 52.00 . 56.15 100.71 
60 60.42 63.77 65.8 are 


20 30 20 
Age Ord. Pay Pay Year at60 at65 
$ $ $ $ $ $ 
15 14.90 23.28 18.51 45.88 18.51 16.99 
20 16.60 25.09 20.18 46.12 21.38 19.35 
25... 18.66 27.44 22.11 46.34 25.14 22.35 
30... 21.32 30.23 24.52 46.73 30.30 26.36 
35... 24.84 33.78 27.68 47.61 37.85 31.99 
40 29.56 38.29 31.90 49.46 49.46 40.16 
45 35.82 44.00 37.56 52.50 68.92 52.50 
50... 44.13 51.34 .... 57.385 107.52 72.87 
55... 55.21 61.02 . 64.88 oom se Saeed 
60 70.07 74.16 76.44 .. See 
SO... Bice ae fs 


Age 3 4 5 6 10 15 20 
ws 45 $ 


ct $2 $5 $10 $... $ 45 $ 88 $159 
a 6 14 2 58 112 193 
1 ee 3 12 22 77 #142 235 
BU. oo 9 21 34 102 178 281 
BH. .20 18 32 48 129 217 329 
40..... 27 45 63 158 258 378 
AS 37 58 80 189 299 427 





rules: Temporary annuities are not is- 
sued; loans on retirement annuities are 
not granted; joint and survivorship an- 
nuities are not issued with instalment re- 
fund; immediate annuities with cash or 
instalment refund are not considered 
above age 85; single premium policies 
are not issued for an amount in excess 
of $100,000 on the company’s own risk 
in any calendar year, nor above age 70 
except under short term endowments, 
which are issued to age 75. 


New Canada Life Rates Out 


Details of the Participating and Non- 
Participating Schedules Are Given— 
Explain Actuarial Calculations 











The Canada Life of Toronto has re- 
vised its premium rates on both its 


The premiums and cash values 
on the participating forms are based on 
American (5) 3% percent table, 


For non- 


There is a surrender charge not 


It is the intention of the 


by an American (5) 
The Canada Life 
The pre- 
followed by 


Non-Participating Rates per $1,000 
c——Lif e—_, : —< a 


co _ Life——, -—Endowment—, 


Dividends, Per $1,000 
Ordinary 
-—————Dividend Year——_———_, 


D. W. Hopkins, assistant to the presi- 


—! 


Mutual Life of New York’s 


Family Protection Policy 





The Mutual Life of New York ap. 
nounces a family protection plan, being 
a combination of ordinary life and term 
insurance, the latter for selected pe. 
riods of either 10, 15 or 20 years, 
Should the insured die during the se. 
lected term period a supplementary cop- 
tract will be issued providing for settle. 
ment of the total proceeds as follows: 

(1) Monthly income of 1 percent of 
the face amount of the ordinary life 
policy continuing for a selected num- 
ber of years from death (5, 10, 15 of 
20), the first income payment to be due 
as of the date of receipt of proof of 
death. 

(2) A final payment of the face 
amount of the ordinary life policy one 
month after the last monthly income 
payment. 

If the insured outlives the period of 
the term insurance the family protec- 
tion agreement is automatically discon- 
tinued and the premium thereafter re- 
duced to that for the ordinary life pol- 
icy as of the original age at issue. Both 
ordinary life and term insurance are 
participating. The policy is available 
to male or female. Waiver of premium 
is allowed and also double indemnity. 








NEW YORK NEWS 














A. V. OTT AGENCY CELEBRATES 


The fourth anniversary of the A. V. 
Ott agency of the Equitable Life in 
New York City was celebrated with a 
dinner dance. In April the Ott 
agency showed an increase over April of 
last year of 59 percent in volume. For 
the first four months, there is an in- 
crease over the corresponding period of 
last year of 39 Percent in volume. 


RIEHLE IN ROTARY WORK 

T. M. Riehle, ranking vice-president, 
National Associaton of Life Underwrit- 
ers and associate manager in New York 
City of the Equitable Life of New 
York, has been elected the life insurance 
classification member of the Rotary 
Club of New York Lity. 


F. W. PENNELL’S OUTING 

F. W. Pennell, general agent in New 
York City of the State Mutual Life, will 
be host this week at his ninth semi- 
annual outing at Braidburn Country 
Club, Madison, N. J. As on previous 
occasions, this will be an all-day affair, 
with golf and other sports during the 
day and dinner and entertainment in the 
evening. 





dent of the General American Life, spoke 
to the Advertising Club of St. Louis on 














“A Challenge to the Advertising Frater- 
nity.” 


$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Example 
Original cost, age 30, $21.40 per 
- $1,000 to age 59; $17.19 per $1,000 
thereafter. 
If you reside in Ohio, Illinois, Indiana, 


Kentucky, Pennsylvania, Tennessee, West 
Virginia or the District of Columbia, 


Write for Samples and Particulars 
This is one of the unique contracts 
issued 4 


Federal Union Life 


Crncinnat1, O#I0 
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LES IDEAS AND SUGGESTIONS 





—— 


Saturation Point Not Reached for 
Agent with Belief in Life Insurance 
Who Assumes Responsibilities 


The life insurance saturation point has 
not been reached. Opportunities for 
gelling life insurance never have been 
greater. The only difficulty is that most 
life agents never have visualized their 
opportunities. This was the message of 
].G. Callahan, St. Louis manager Met- 
ropolitan Life, at the May meeting of the 
Chicago Association of Life Under- 
writers. ea 

People have money for life insurance 
ff they want it, he said. The placing of 
emphasis on the annuity idea has dem- 
onstrated this. A substantial percentage 
of premiums received by life companies 
now is paid for annuities. 

Mr. Callahan said there are many pos- 
sibilities for new business found in pro- 
motions of business men, deaths, forma- 
tion of new businesses, the youngsters 
coming along in business and being 
given more responsible positions. 


Less Self-Pity and More 
Self-Respect Are Needed 


He said agents in order to get business 
today must develop more forceful per- 
sonality, better sales ability, greater per- 
severance. What is needed in the sales- 
men today is less of self-pity and more 
of self-respect. 

They must be resourceful in handling 
the public, they must know how to ask 
aman to buy life insurance. They must 
be able to get into a comfortable discus- 
sion with a prospect. They must have 
a thorough knowledge of the various 
uses of life insurance. It is essential 
that they be sincere. Mr. Callahan said 
alot of life agents are not. Courtesy is 





another important requirement. The 
agent must have a definite plan of ac- 
tion and a time control system. Mr. 
Callahan believes that organized sales 
talks for several needs are especially val- 
uable today, as is the visualized selling 
method. 


Many Responsibilities 
Devolve Upon Agents 


The agents have many responsibilities 
which are implied in the opportunity af- 
forded them. They must be aware of the 
past, alive to the present and with an 
eye to the future. They must constantly 
educate the public to secure proper coun- 
sel, to arrange their estate affairs. The 
agents must be conscious that their re- 
sponsibility does not cease upon creation 
of the life insurance estate, but continues 
on and on. 

Mr. Callahan believes thoroughly in 
the program method of selling. Proper 
life insurance sales depends entirely upon 
filling economic needs. The old time 
agent had no system, no organized pros- 
pecting. He talked premiums, net costs; 
his first thought was for his commission. 

The agent who makes a real success 
today prescribes a life insurance plan as 
carefully as a physician prescribes his 
medicine. The agent practices what he 
preaches. Mr. Callahan said too many 
agents are selling something in which 
they do not really believe, if the test of 
taking their own medicine is applied. 
Mr. Callahan believes the agent should 
program his own life insurance first be- 
fore he attempts to sell the public. 

There are too many agents who are in 








Cummings Attacks Lazy Agents 








ST. LOUIS, May 31.—In a scintillat- 
ing address before the Life Underwriters 
Association of St. Louis, H. J. Cum- 
mings, vice-president and superintendent 
of agencies of Minnesota Mutual Life, 
debunked much of the glamor that has 
been thrown about the life underwriters 
of the country and exposed the average 
rate book carrier as “a chap who is con- 
foundedly lazy and does so little real 
work and apparently knows so little 
about the life insurance business it is 
pitiful.” 

“Negative. That word tells the tale 
of those agents who have not been hit- 
ting the ball as they should. It keeps 
you from doing most of the things you 
could do if you really wanted to do it,” 
Mr. Cummings said. If the average 
agent spent only half as much time try- 
ing to do something that was good for 
him as he wastes in figuring why he can’t 
do it, all would be brilliant fellows. In 
commenting on the civic activities of 
some life insurance men, he said that is 
all well enough, but that too much 
thinking time is wasted on such non- 
essentials so far as the selling of life 
Msurance is concerned. 


Agent Has Three Tasks 


“The life insurance agent has three 
tasks and three only,” he continued. 
First, the collection of names of people 
to see; second, ascertaining something 
to say to them when he does see them, 
and third, working out a real formula of 
seeing these new people and saying 
Something to them that will sell them. 

Few life insurance agents can say 
honestly that they have worked out a 
Toutine formula for keeping supplied 
With new prospects, and fewer still a 


plan for saying something worth while 





when the prospects are seen. 

“Of course I know that right now you 
are thinking of reasons why you can’t 
do that sort of thing, but right here and 
now I want to say that if any agent 
believes that there are no real prospects 
to see he should get out of the insur- 
ance business. You just won’t let your 
minds work constructively. 

“Look at every successful man in this 
business and you will find that he has 
planned his work and then worked at 
his plan. Get every idea on the line of 
insurance you wish to sell and then con- 
centrate on the very best way of pre- 
senting that idea to prospects and if you 
will see enough people you may be sure 
that a certain percentage of them will 
buy.” 

Time Is Prospects’ 

Touching on the question of time con- 
trol he said that the agents should get 
out of their heads the idea that their 
time is their own. “That notion is the 
one thing that robs you of everything 
in you that is worth anything,” he con- 
tinued. “Your time is not your own. It 
belongs to your prospects. Arrange your 
work day so that you will be either in 
the presence of a prospect or on the 
way to see one.” 

He then cited figures of his own com- 
pany to show that even during the so- 
called hard times the agents who con- 
tinued to see prospects continued to sell 
them and that the ratio of sales to inter- 
views in boom days and in the depres- 
sion did not change as much as .5 per- 
cent. 

“Either get down to a sensible line of 
work or get out of the business and 
leave room for those who want to work,” 
he concluded. 





the business as a stop-gap, a makeshift 
vocation until something better comes 
along. If they could bring themselves 
to believe thoroughly in the business, 
their company, their agencies and them- 
selves, they could make a real life work 
of it and one which would bring them 
a good compensation. 

The agent to succeed must believe that 
when he sells a man a policy he is doing 
the greatest thing possible for the man. 
Loyalty to the public, company, general 
agent and self is essential. Mr. Calla- 
han said an agent may feel that he can 
dodge these implied responsibilities, but 
he cannot dodge the consequence of 
dodging his responsibilities. 

Mr. Callahan said the stabilizing value 
of life insurance is tremendous. It 
touches all lives. It always builds and 
never tears down. It stimulates prog- 
ress, sustains prosperity, develops char- 
acter, sense of duty and love for family. 
Few other callings offer greater scope 
for social service. 

An agent should have a realization of 
this background of life insurance in order 








to sell it, for his first job is to analyze 
the product which he has for sale; sec- 
ond, the market, and third, what steps 
he is going to take. He must grasp a 
real picture of the opportunities and de- 
velopment of life insurance. Mr. Calia- 
han said he wondered if many agents 
really understand the difference between 
the old and the new in the life insur- 
ance business. The barriers to human 
progress and security which life insur- 
ance was devised to surmount were un- 
employment, disability, old age and pre- 
mature death. Protection against dissi- 
pation of one’s property before attaining 
the goal—in other words, estate conser- 
vation—is the new order of responsibility 
of life agents. 

The nominating committee of the as- 
sociation was selected, J. R. Hastie, Mu- 
tual Life of New York, being chairman. 
Other members are C. T. Milner, Great 
West Life; H. T. Wright, Equitable of 
New York; Joseph Milis, Metropolitan, 
and C. P. Blachley, New England Mu- 
tual. The auditing committee and judges 
for the election in June were appointed. 








Advance Information Is Great Aid 








The more an agent knows about a 
prospect, his financial setup, dependents, 
and what the agent is going to tell the 
man when an interview is granted, the 
easier it is going to be to approach and 
ultimately to sell him, Louis Behr, “mil- 
lionaire” producer of the Sam Lustgar- 
ten agency of the Equitable of New York 
in Chicago, stated in his talk at the De- 
catur, Ill., sales congress. Mr. Behr in 
order to get as complete information as 
possible uses the center of influence and 
chain method of prospecting. 

“Before I see a suspect, I make a 
strong attempt to know his full name 
and the way it should be spelled and 
pronounced,” he said. “I know the names 
of his wife, his children and other de- 
pendents. I try to get their approximate 
ages, at least. I try to find out by in- 
quiring of those friendly with him, his 
approximate income and standard of liv- 
ing with relation to that income. 


Makes Exhaustive Search 
for Advance Information 


“I ask whether or not he is healthy 
and try to discover his sales weaknesses, 
so to speak. I maneuver about to dis- 
cover the best time of day to see him, 
and if he is an employer I try to dis- 
cover whether or not his business is a 
seasonal one, and its peaks and valleys. 
With all this in mind, I dream out a 
‘peace of mind’ program for the pros- 
pect and chart it neatly. 

“It pays me to study to gather knowl- 
edge about this business, but knowledge 
without experience, with the successes 
and failures in the field, without. the 
very happy cases and the very disap- 
pointing ones, undoubtedly will not train 
or condition any of us for a year in- 
year out, month in-month out, week in- 
week out, continuous, steady, consistent, 
permanent flow of life insurance produc- 
tion.’ 

Mr. Behr heads his simple chart the 
“(name of prospect) Family Corpora- 
tion.” It is a typical case, it is made up 
of a number of units of retirement an- 
nuities and a substantial amount of or- 
dinary life. Rectangles at the top of the 
sheet show the amount and type of con- 
tracts, and also cash value assuming 
survival of the policyholder. Vertical 
lines lead down the sheet from the rect- 
angles to the setup at retirement age, 
showing cash value and the annuity 
payable. The ordinary life section is 
typed in red ink and includes a program 
for children, if any; their names and 
ages being entered. Income to the wife 
is noted. 

Mr. Behr in his preliminary canvass 
with the chart states that the prospect 





undoubtedly has purchased his life in- 
surance to perpetuate his economic value 
to his family in case of his death. He 
comments that many times a man buys 
life insurance payable in lump sums to 
his wife thinking he has amply pro- 
tected her, when he may be subjecting 
her to the hazard of investing substan- 
tial sums safely, which even if she is 
able to do so will bring a decidedly low 
yield. 

With a life insurance-annuity program, 
Mr. Behr states, the prospect can de- 
termine exactly what his wife and fam- 
ily will get, if he should die, in the form 
of income, cash, etc. Mr. Behr analyzes 
his simple program which has been pre- 
pared specifically for each case from his 
partial information. He points out that 
it protects the prospect’s earning power 
—his most important asset—if he should 
become disabled, providing the disability 
feature is carried; it amply and com- 
pletely protects his beneficiaries under 
an income paying plan providing for 
education of children and any unforeseen 
contingency; the prospect will have in- 
vested his money safely in the best of 
all investment trusts, the life insurance 
company, and he has provided a life in- 
come for himself if he should reach old 
age. If the man is not interested in life 
insurance, Mr. Behr says, the explana- 
tion of the chart may have served to 





Three Basic Elements of 
Directed Effort Developed 











Agency Secretary Clyde F. Gay of 
the home office of the Aetna Life, in 
his talk before the life men at Harris- 
burg in celebration of Pennsylvania In- 
surance Days, developed the three basic 
elements of directed effort without 


-which he said life salesmen cannot ex- 


pect to make a satisfactory living re- 
gardless of the enhanced position of the 
institution of life insurance in the minds 
of the public because of its good record 
of security and stability during the de- 
pression. 

Directed effort, he said, is supported 
by (1) adequate records for the sales- 
man’s own analysis; (2) methods which 
will give him daily enough qualified 
prospects to keep him busy; (3) when 
in front of a qualified prospect, he 
should have something to say. In other 
words, he should be able to give an or- 
ganized presentation. He emphasized 
principles rather than any specific meth- 
ods of record keeping, prospecting or 
sales talks. 
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ig his curiosity in a retirement an- 
nuit 

Mr. Behr told of two interesting cases 
on which he worked. In one he gained 
an interview on the promise he would 
talk five minutes and get out if he were 
told to do so. At the end of five min- 
utes he stopped talking and remained 
silent. The interview lasted 15 minutes, 
during which Mr. Behr talked only five 
minutes, his prospect nodded twice and 
said one word, “here.” Then Mr. Behr 
talked for five seconds. The man with- 
out prompting produced a trust agree- 
ment and his life policy. On the second 
interview after five minutes of sales talk 
in’ which the prospect nodded twice, 
there was a very long silence, the pros- 
pect inspected some papers and finally 
said he would take the annuity proposed. 
The interview lasted 25 minutes and Mr. 
Behr talked seven minutes, getting a 
$2,400 check for annual deposit without 
prompting the man. He said it taught 
him a terrific lesson, that silence is 
golden. “I have a strong tendency to 
talk too much,” he said. 

Another case was that of a New York 





man reputed to be worth $125,000,000. 
Mr. Behr approached him through a 
prominent Chicago attorney who was 
his center of influence. An interview in 
New York was arranged and Mr. Behr 
went there after weeks of preparing his 
case with a certified public accountant 
from the home office. He found the man 
had gone to Florida, followed him there 
and had a short interview. 


Losing Big Case Makes 
Other Disappointments Less 


A month later he arranged for an- 
other interview in New York, went there 
and was turned down flatly, although he 
had shown the man that he could save 
a great deal of money by lowering his 
bracket for income tax purposes. Mr. 
Behr had spent $700 and many weeks of 
exhaustive preparation and rehearsal for 
his interview. 

He said from these two cases he 
learned a great deal, although for a time 
he thought the second case would wreck 
him as a life agent. It was a keen dis- 
appointment, he said, but had the bene- 
ficial effect that any other disappoint- 
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ment that he may have in future in life 
insurance undoubtedly will ‘be infinitesi- 
mal after that one. It makes it much 
easier for him when he loses a case. 


Insurance Code Subject Up 





House of Representatives at Washing- 
ton Takes Measures to Get Some 
Early Action 





WASHINGTON, May 31.—Legisla- 
tion providing a new insurance code for 
the District of Columbia, modeled along 
those of the most advanced states, par- 
ticularly New York and Ohio, will be 
pushed in the House of Representatives 
this week with the hope of securing 
enactment before the adjournment of 
Congress. Paving the way for rapid 
disposition of the measure, the House 
rules committee voted to report a rule 
limiting debate to half an hour, re- 
quested by Representative Harland 
(Dem.) of Ohio, sponsor of the bill. 

The code-measure has been pending 
in Congress for several years. It is, 
of necessity, so complex a measure that 
considerable doubt exists whether it 
will be possible to secure action in the 
Senate in the few days which remain 
before the end of the session. The pro- 
posed code would materially strengthen 
the powers of the superintendent of in- 
surance, particularly with respect to 
litigation following the impairment of 
the financial position of a company li- 
censed in the District of Columbia; pro- 
vides for examination prior to licensing 
of agents, and sets forth certain prin- 
ciples of fair practice to be observed by 
all companies. 


Study Made on Recruiting 
Agents in Life Insurance 





(CONTINUED FROM PAGE 2) 


contracts of agents who do not get into 
production within three months should 
be terminated, unless, of course, there 
are extenuating circumstances. The 
survey shows that usually such men be- 
come ‘dead wood’.” 

The plan of refusing to renew an 
agent’s license unless he has produced a 
minimum of business the previous year 
has been put into effect in certain parts 
of Canada and seems to be a step in the 
direction of weeding out unsuccessful 
men, it has been pointed out. 


Age Factor Unimportant 
Is Shown in Survey 


Under the conditions prevailing at the 
time the data for the survey were gath- 
ered the Research Bureau feels that the 
following general statements can be 
made in addition to those already men- 
tioned: 

1. The contracts of about half of the 
men were terminated within one year; 
three-quarters within the first seven 
months. 

2. The age of the agent was not an 
important factor in production or length 
of service. 

3. Previous selling experience of any 
kind was definitely an asset. 

4, The average production per col- 
lege-trained man was greater than the 
average for those who had been to high 
school; similarly the high school average 
exceeded that of men with only grade 
school education. 

5. More than one-half of the new men 
reported previous earnings of less than 
$150 a month. 


Los Angeles Group Incorporated 


The Life Insurance Managers’ Asso- 
ciation of Los Angeles voted to incor- 
porate at the last meeting. J. H. Rus- 
sell, Pacific Mutual Life, past presi- 
dent, who originally urged incorporation, 
was special chairman. P. W. Forker, Los 
Angeles attorney, told of the legal ad- 
vantages of an incorporated body. 

Dr. L. H. Lee, assistant medical direc- 
tor Pacific Mutual Life, discussed “Evo- 
lution of Life Underwriting.” 
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